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RONT RANK Steel Furnace 
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Dealer the most attractive Furnace Proposition 
on the market today. 


The FRRONTRANE Steel Furnace is minimum trouble, because it gives con- 
simply and strongly built of tight- sumers the maximum service and satis- 
riveted steel; is easily cleaned; stays in faction. But besides furnishing an ‘initia 
order; is durable and fool-proof. It A-1 Furnace. 

gives dealers the const profit and 























by furnishing them “attractive window and 
counter cards, with ‘‘pep” and “punch” in them, 
calling attention to the FRONT RANK Steel Furnace. 


Wegive them store signs, that stir up trade. We furnish 
them cuts for their local news-paper advertising. Wegive themallkinds 
of “dealer helps,”’ and above all, we are spending thousands of dollars in 
a National Advertising Campaign that will make the name of the 


Steel Furnace a household term from sea to se2. 


Don’t you want to join the FFRONT RANE 
Club? Write us for particulars, 


Good bye! We’re go- 
ing home 
is too hot for us, 


Haynes - Langenberg 
Manufacturing Co. 


4058 Forest Park Blvd. 
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REG. U.S. PAT. OFF. St ‘Louis, Mo 
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IN THIS ISSUE we publish on page 28 a description 
and illustration of the window display which received 
Advertictng First Prize in AMERICAN ARTISAN AND 
Value of [iARDWARE ReEcorp Window Display 
Window Competition, and on pages 28 to 30 ap- 
Displays. pears a very instructive and helpful 
article on “The Advertising Value of Window Dis- 
plays,” by John E. Hardy, the winner of the First 
Prize. ‘ 

We recommend these two articles to the careful 
study of every retail hardware dealer and suggest that 
they be also read by every salesman in the various 
stores. These are to be followed in three subsequent 
issues by articles prepared by the other three prize 
winners, and in each one, different points will be em- 
phasized, thus giving to our subscribers and their em- 
ployes the various views and ideas of the four men 
whose window displays were selected out of a large 
number of excellent exhibits as the best, and their 
window displays will be shown and described in the 
corresponding issues, so that our readers may form a 
still better conception of how efficient, sales producing 
window displays are planned and arranged. 

It is a pleasant fact to note in this connection that 
this particular department of AMERICAN ARTISAN AND 
HARDWARE ReEcorp is being appreciated by our read- 
ers, as is evidenced by the many congratulatory letters 
we have received, and we shall continue to do all in 
our power to help promote the selling of hardware in 
channels which will bring to the dealer the greatest 
profits commensurate with reasonable service to the 
consumer. 








THE WEEK beginning April 23rd has been officially 
declared as the “Clean-up Week” in Chicago. The 
action was taken at a meeting of repre- 

The Annual sentatives from various associations in- 
Te Conpaten terested in preventing disease, the move- 

ment being started by the organization 
formed to combat the spread of infantile paralysis. 

Sometimes it appears necessary that some great 
calamity must occur before the public will let itself 
be aroused to recognize the need for proper safety 
measures and compliance with proper regulations for 
the health and comfort of the people at large’ 

The Clean-up campaigns which have been so suc- 
cessfully conducted for the past few years have un- 
questionably been instrumental in preventing the 
spread of many diseases, and if for no other rea- 
son than that of public-spiritedness the retail hard- 
ware dealer can well afford to give his support, finan- 





cial and otherwise, to such a campaign in his com- 
munity. But entirely aside from this aspect of the 
case, there is every good business reason for him to 
take an active part in carrying on such a campaign, 
because through this he will be able to increase his 
sales materially on many lines, such as paints, screen 
windows and doors, wire netting, garden tools of vari- 
ous sorts, disinfectants; waste, ash and garbage con- 
tainers, etc. 

If no movement for this purpose has been started 
in your community, it is high time that you get busy 
and arrange for such a campaign this spring. The 
work accomplished will mean more pleasant condi- 
tions during the summer and larger sales and profits 
while the campaign is going on. 

And incidentally, there is no reason why the cleanli- 
ness idea should be confined to one week or one month. 
Keep it up all year! 








Ir Is A SAD commentary on the position which so 
many retail hardware dealers located in the larger 
cities take with regard to advertising 

The Missing that it is an actual and very rare ex- 

Link. ception to find an advertisement of a 
retail hardware store in the newspa- 
pers in these larger cities. ° 

While- it is true that the majority of these dealers 
are catering only to a neighborhood trade, that should 
not prevent them from making the proper use of their 
opportunities for the extension of their business, by 
advertising in the neighborhood papers that are pub- 
lished in their particular localities. 

We recently examined twenty-four such neighbor- 
hood newspapers which are all published in Chicago, 
bringing the social news and other interesting infor- 
mation to the people of the twenty-four different 
all of them grouped around one or 





neighborhoods 
two trading centers. 

In only one of them did we find an advertisement 
of a retail hardware store! 

It may have been an accident, and other weeks may 
have made a better showing, but even so, this fact 
stands out, as a rule, the retail hardware dealer in the 
larger city does not use the opportunities that are at 
hand for him to increase his business—for advertising 
is a real opportunity and an efficient means for creating 
and maintaining profitable business. 

Some may say that these neighborhood publications 
do not produce results. But the fact of the matter is 
that they do, as will be testified to by such a successful 








20 


hardware dealer as George Engelhardt, 1060 Milwau- 
kee Avenue, Chicago, who has been for years a con- 
sistent advertiser in the neighborhood newspapers of 
his section. 

It may also be that the publishers of these papers 
are not aggressive enough to “go after” the retail hard- 
ware dealers in their respective localities, but this 
would hardly seem reasonable inasmuch as they make 
an excellent showing so far as advertising space sold 
to dealers in other lines is concerned. 

The real situation appears to be that the retail hard- 
ware dealer has not come to a realization that in these 
neighborhood publications he has a very helpful and 
a very economical medium for increasing his business 
—if he will but make use of them. 

In this connection, let us emphasize the fact that 
every week there are published reproductions of good 
hardware advertisements together with comments 
thereon in our department of “Advertising Criticism 
and Comment,” by the study of which retail hardware 
dealers can learn much that will help them to prepare 
sales-producing advertisements. 








WHENEVER anything goes against our wishes, or 
whenever something is desired by us—we pass a reso- 
lution. 


Our National Jf we want Congress to pass a law— 


Weakness— we pass a resolution, and in ninety-nine 
Passing of : 

: cases out of a hundred our resolution is 
Resolutions. 


passed by Congress into a big waste 
basket, provided for that purpose. For a Congress- 
man is not responsive to a mass but to a few indi- 
viduals who make it their business to make their influ- 
ence felt—for instance, by relegating the Congress- 
man to the “Ex-class” if he doesn’t do what those indi- 
viduals tell him to do. 

If we think that conditions in a trade or industry 
are bad—we pass a resolution expressing our disap- 
proval of these conditions and call upon someone— 
other than ourselves—to see that they are remedied. 

If prices on certain items are mounting too high 
for our comfort—we pass a resolution blaming some- 
body else for the “exorbitant” prices, but do nothing 
or worse than nothing, to change the conditions which 
caused the high prices. 

We will pass resolutions—for everything under the 
sun, or against everything under the sun, according 
to our individual viewpoint—and then we sit back 
in our rocking chairs and blame everybody else be- 
cause our resolutions don’t cure the trouble. 

This “passing of resolutions” is really a bad fea- 
ture of our political and business life, because it has 
a very decided tendency to rock our feeling of indi- 
vidual responsibility to sleep. 

For this must be kept in mind, that organized effort 
and cooperation doesn’t amount to a “row of pins” 
unless behind them there is the feeling of individual 
responsibility for the object under consideration: We 
must work just as hard individually for the goal to be 
desired or the point to be gained, even though we 
work as an organized body instead of as so many 
separate units. 

And in this failure on our part to follow up the 
resolutions we pass with personal work lies the rea- 


AMERICAN ARTISAN AND HARDWARE RECORD 


March 10, 1917. 


son for the lack of tangible results from the effort 
used in having the resolutions passed. 

In a football game we may all have the desire to 
beat the other team, but unless we yield ourselves to 
the orders of the captain and give of our brain and 
muscle in the fullest possible measure, it is almost 
certain that we will lose. Passing a resolution that 
the other team should lose won’t bring home the 
bunting of the victor. 

“Cooperative” movements and “organized” efforts 
are successful only insofar as we really cooperate— 
which is simply another way of saying that no man 
in the long will reap.a reward that is worth having 
unless he works, for himself, with all that is within 
him, and in harmony with those of his fellow men 
whose interests are in common with his. 








We HAVE upon several occasions referred to the 
cooperative magazine advertising campaigns conducted 
by various units of lumber manufactur- 
ers, for the purpose of inducing a wider 
use of wood in building construction, 
and of the example set by them and fol- 
lowed by manufacturers in other lines, such as the 
canners of fruits and vegetables, mill producers, cran- 
berry growers, cement manufacturers, etc. 


Cooperation 
of the 
Right Kind. 


Now the lumber people have gone one step farther 
and have completed arrangements for a great pub- 
licity campaign which is to be conducted in coopera- 
tion with 25,000 retailers of lumber—for the purpose 
of instilling into the mind of the general public and 
especially of those who intend to build or who own 
homes, a clear idea of the serviceability of wood, as 
well as to emphasize the importance of choosing the 
proper kind for the specific purpose. 

This is cooperation of the right sort—the kind that 
makes for true trade development, because in its work- 
ing out, responsibility is placed upon every one who 
is engaged in the business and provision appears in 
this case to have been made for making sure that the 
responsibility of each branch of the industry will be 
lived up to. 

Numerous propositions have been made in the hard- 
ware and metal lines for trade promotion along co- 
operative lines, but it is to be regretted that up to this 
time little progress can be reported, so far as anything 
definite is concerned, although unquestionably there 
is a very decided spirit of cooperation to be noted, and 
we may perhaps at no very distant time be able to 
arrive at a plan which will be at once practical and 
equitable in the manner of sharing the expense of 
carrying it out. 

There is no question, for instance, that sheet metal 
is not being used as a building material in nearly the 
proportion of say, fifty years ago. In fact, many uses 
to which it was formerly put have become so rare 
that they can be looked upon as exceptions when s0 
employed. Other materials have taken the place of 
sheet metal without in any sense filling this place as 
efficiently. 

To be sure, all kinds of sheet metal are high, and 
the demand is strong just now, but what will happen 
when the thousands of tons of galvanized and black 
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sheets which are now being used for war supplies of 
various sorts will no longer be in demand? 

Isn't there likely to be a big slump in the sheet 
metal market, unless provision is made for the con- 
sumption of these thousands of tons in other ways? 

The time to prepare for the continued prosperity 
is now and not when the demand has suddenly been 


stopped. 








RANDOM NOTES AND SKETCHES. 
BY SIDNEY ARNOLD 








George Harms, Secretary of F. Meyer & Brother 
Company, Peoria, Illinois, and Mrs. Harms, who have 
been at Palm Beach, Florida, on a vacation, arrived 
in Chicago on Friday morning, March ninth, en route 
to Gladstone, Nebraska, where they were called by 
the dangerous illness of Mrs. Harms’ mother. 

C. E. Bartenbach, of the A-B Stove Company, Bat- 
tle Creek, Michigan, was in Chicago this week and 
dropped in to tell me that “business is fine, thank you.” 
All the stove manufacturers appear to be in high 
spirits this year, and they have good reason, for al- 
though retail prices have to be higher, the consumers 
seem willing to pay more and are buying freely. 

* *k * 

Hamp Williams, who has a couple or more success- 
ful hardware stores in Arkansas, writes me from Hot 
Springs where he maintains headquarters that he is 
selling a few sheets of galvanized iron and some nails 
every now and then, so that, for instance, in February 
he took in more dollars than there are miles around 
the globe. 

Glad to know it Hamp—if you take the measure- 
ment at the Equator—but don’t blow your money on 
the “ponies” which I understand are running at Hot 
Springs. 

* K 

I was sorry to miss Theodore Huss, Vice-president’ 
and Treasurer of the Lufkin Rule Company, when he 
dropped in a few days ago from Saginaw, Michigan, 
to pay me a visit. Theodore and J usually have a real 
story-swapping “bee” when he is in town, but we 
never argue politics or religion, for both of us are 
like “Bill” in the following incident, even though we 
didn’t have his unfortunate experience or that of his 
antagonist : 

A group of workmen were arguing during the din- 
ner hour. A deadlock had been reached, when one of 
the men on the losing side turned to a mate who had 
remained silent during the whole debate. 

“’Ere, Bill,” he said, “you’re pretty good at argy- 
ment. Wot’s your opinion?” 

“T ain’t a-going to say,” said Bill. “I thrashed the 
matter out afore with Dick Grey.” 

“Ah,” said the other, artfully, hoping to entice him 
into the fray, “and what did you arrive at?” 

“Well, evenchally,” said Bill, “Dick arrived at the 
‘orspital, an’ I arrived at the perlice station !” 

xk * * 

Charles F. Forsyth, that great “Old Guard” and 
“Roll of Honor” hardware salesman has been miss- 
ing from his usual haunts for the past three months, 
but has just turned up again looking as fit as a young 
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colt. He tells me in a letter from Concord, New 
Hampshire, that he spent the winter on a forty foot 
sail boat exploring the pirates’ caves in the Bahama 
Islands, but as he didn’t find Captain Kidd's treasure 
chest he has gone back to the road again and is still 
representing the International Silver Company in his 
old stamping ground, the Southern States. 

Here’s hoping that I may meet you and all the other 
members of the “Old Guard” at the great “Round-up” 
that Fred Huggins and his colleagues are getting ready 
for the hardware manufacturers and the southern 
hardware jobbers, when they hold their conventions. 


at Houston, Texas, April 17 to 20. 
* * * 


“Bill” Foege, of the American Steel & Wire Com- 
pany, was out driving’ in his automobile one day near 
Kankakee, Illinois, where one of the state insane asy- 
lums is located, when he caught up with a number of 
harmless inmates of the asylum not far from the rail- 
way tracks, who were out for a walk. With a nod 
toward the tracks, “Bill’’ asked one of the lunatics: 

“Where does this railway go to?” 

The lunatic surveyed him scornfully for a moment 
and then replied: 


“Nowhere. We keep it here to run trains on.” 
* * x 


John P. McCrea, “the apostle of cheer” sends me 
an extract from a letter which he was permitted to 
read. The recipient of the letter was a man whose 
son, a student in a Boston musical conservatory, had 
just passed away to his reward, and it was written by 
a man whom this son had helped in a very common, 
yet unusual way. I pass it on to my friends among 
the readers of AMERICAN ARTISAN: 


I am sure that I can tell you something that will put a 
drop of gladness in your cup of bitter sorrow. Your son was. 
nothing less to me than an earthly saviour. I was alone, 
homesick, despairing, facing failure and fighting bitter want 
—a young lad from the country, ashamed to give up and go. 
home beaten, and yet on the point of doing so unless the tide 
turned instantly. It did turn. 

I gave myself just one more day for something to happen. 
I remember how I came downstairs that morning. I had not 
slept. I ought not to have eaten any breakfast, for I had 
no money in hand to pay for it. I might have said, “No man 
cares for my soul or body either.’ Your son passed me on 
the stairs and said “Good morning!” It was not much to 
say, but the very sound of it put heart into me. I made up 
my mind for one more try that day to find work somewhere 
that would bring in a little money. Away in the back of my 
mind somewhere there was another thought, “I will stay and 
get another ‘Good morning!’ from that fellow.” 

Somehow it did me good. Perhaps you know how he 
used to say it, and the way it helped a fellow. 

That day things came my way—can’t say how it happened. 
Maybe I didn’t look quite so down-in-the-mouth as usual. 
The lump in my throat when I thought of my mother has 
choked me sometimes. That day I got a job; it was to work 
evenings, and I made my days for study and practising. Next 
morning I got another good cordial greeting, and he stopped 
a minute and chatted on the landing and asked about 
things. In a week he was running in and out of my room and 
we went to places. 

That’s about all there is to tell. He didn’t give me any 
money. He didn’t put any work in my way that I know of. 
To begin with he just looked in’ my face and said “Good 
morning!” I’ve a notion there’s a way of saying that that 
makes a morning good, no matter what kind it started out 
to be. I’ve seen a team start to slide back down hill on a 
steep grade, and I’ve seen the driver jump out and chuck a 
little wedge or a stone or Something back of the wheels till 
the horses feet could get a purchase. That’s what a good 
word does sometimes when the grade is too steep. I told 
him a little about it once or twice, but he couldn’t understand. 
Perhaps you will be able. I’ve a heart full of things to say to 
you, but the rest you can imagine. If I was to say anything 
to him, it would be a verse that haunts me: 

In some brighter clime 
3id me “Good Morning.” 
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JULIUS H. SCHLAFLY. 


Thirty years of continued service in an organization 
which in that time has grown from a very small busi- 
ness to an immense enterprise, must be regarded as 
an indication of a certain degree of faithful service, 
and when as in the case of Julius H. Schlafly, the 
subject of this sketch, the thirty years have also wit- 
nessed his promotion from an apprentice to that of 
General Superintendent of the business, it is only rea- 
sonable to suppose that not only did Mr. Schlafly 
render faithful service but that his services were of 
the kind which make for increased ability and useful- 
ness and therefore, also, carried with them as a 
legitimate result, promotions to positions of higher 
and higher responsibility. 


Mr. Schlafly was born 
March 3, 1871, in Canton, 
Ohio, so that he is in the 


prime of life, and it is worthy 
of note that it was only two 
days after he had completed 
his sixteenth year—on March 
5, 1887—that he entered the 
employ of the Berger Manu- 
facturing Company, which at 
that time used as its entire 
factory and office, a two story 
building, 16x28 feet—a floor 
space of 896 square feet. 

Julius attended the Canton 
public schools and for a short 
time clerked in a_ grocery 
store, until as mentioned, he 
secured a position with the 
Berger Manufacturing Com- 
pany. 

One of his friends in relat- 
ing the early history of Mr. 
Schlafly, describes him in the 
following manner: “He was 
lad of sixteen years, hungry to learn and willing to 
do everything in his power to serve the best interests 
of his employers. Naturally, his first work was of an 
unimportant nature, but his tendency to be careful 
and thorough in the execution of small duties, brought 
him steady promotion and as the Berger institution 
grew, he grew with it. 

“In fact, the energy, loyalty and cooperation of Mr. 
Schlafly have been an important factor in the remark- 
able growth of the Company. Today, in his position 
of General Superintendent, with immense responsibili- 
ties resting on his shoulders, Mr. Schlafly is as jovial, 
kind-hearted and patient as in the old days of thirty 
years ago, and it goes without saying that he is held in 
high esteem, both by the employes who serve under him 





and by the directors and managers of the Company.” 

On March fifth, the date on which he completed his 
thirty years of service with the Berger Manufactur- 
ing Company, many of his business and personal 
friends took occasion to remember him in different 
ways and with tokens of appreciation of various 
kinds. 

In reminiscing, Mr. Schlafly called to mind the time 
when he and Edward Langenbach, who is now Presi- 
dent of the Company, hauled the entire output of a 
day’s work of the factory to the depot in a handcart. 
When a rush job came in, they would often go to 
work at twelve or one o'clock in the morning so as to 
make an early shipment. 

Today, the plant covers 
nearly twenty-seven acres of 
floor space and is one of the 
largest institutions of its kind 
in the world, manufacturing 
a great variety of sheet metal 
products for building pur- 
poses, as well as a line of steel 
office and factory furniture. 

Mr. Schlafly is a modest, 


has the friendship of every- 
one with whom he comes in 
contact, whether as a supe- 
rior in the factory, a fellow 
executive in the offices, or in 
social and fraternal life out- 
side of the enterprise in 
which he is engaged. 

He takes an active interest 
in the public affairs of his 
home city, being a member 
of the Canton Chamber of 
Commerce, and is also an in- 
fluential member in_ the 
United Commercial Travelers’ organization, as well 
as of the Benevolent and Protective Order of Elks and 
the Loyal Order of Moose. He doesn’t hold office 
in any of these organizations, but can always be 
counted on to do his work in the ranks, as he doesn't 
aspire to the honors of office. 

This is, of course, only what could be expected of 
such a man as he is, for his type is just the kind that 
loves work for work’s sake. 

If you should happen to be in Canton on one of 
these nice days this spring, Mr. Schlafly might casily 
be induced to take you for a ride in his fine “Cadillac” 
and if you are so inclined, he will also introduce you 
to the mysteries of the fine sport of trap shooting of 
which he is a very strong devote. 


quiet, unassuming man and 


om 
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Ny. One of the true criticisms which the foreigner who 
| his comes to the United States on a visit has to make of 
tur- our industrial system is that, while we are progressive 
onal and while great advances have been made in methods 
rent of manufacturing and distribution, there is a decided 
ious tendency on the part of the home bred American to 
stray away from the business in which his father 
ime was engaged, and there is little question about the fact 
esi- that this tendency has had a deteriorating influence 
rt a upon the development of many of our industries, 
‘art. because we are not producing mechanics in a manner 
» to which is conducive to the best conditions in our man- 
s to ufacturing life. ; 
To be sure, conditions have changed materially dur- 
vers ing the: last twenty-five years, 
of and in many lines the special 
the worker has taken the place of 
‘ind the all-around man who knew 
‘ing —from personal training and 
etal from knowledge and ideals 
ur- handed down through gener- 
teel ation after generation, being 
. employed in the same trade 
est, and often with the same con- 
and cern—practically every fea- 
Ty- ture of the work that was 
in done in the particular factory. 
Ppe- Today, the factory employe 
low knows how. to handle a spe- , 
me cific piece of machinery for 
ut- the turning out of a specific 
m step in the manufacture of a 
specific article—and he knows 
est very little about anything else. 
his When, however, the old 
ber country method of son fol- 
of lowing in the father’s steps, 
in- learning the same trade and 
the eventually succeeding him in 
rel business is followed here, it is found in almost every 
nd instance that the concern becomes known for the high 
ice grade of its product and for the high ideals which 
be govern its entire method of doing business. 
nt There is something about this father-and-son part- 
nership and succession which tends toward the devel- 
of opment of just these very desirable features in indus- 
rat try or commerce. 

Sometimes, of course, the son may learn the busi- 
of ness under the tutelage of his father and then in later 
ily years establish his own business enterprise in the 
ec same line, but even in such cases, the principles men- 








tioned in the foregoing will be found to apply. 
These remarks are particularly appropriate in con- 
nection with the business history of Charles Lewis 










CHARLES LEWIS GOHMANN. 


Gohmann, the subject of this sketch, for he comes 
from a family of stove manufacturers and learned the 
stove business from the bottom up, in all its various 
departments and, today, he is President and General 
Manager of Gohmann Brothers and Kahler Company, 
which is located in New Albany, Indiana, the city 
where Charlie was born. 

On July 17th, it will be forty-four years since 
Charlie came to gladden the home of his parents, and 
he has remained a home boy ever since, for he attended 
school in his native town, and at the age of sixteen 
years began as an apprentice in the foundry shop of 
the firm of Terstegge, Gohmann and Company, now 
known as the Anchor Stove and Range Company of 
New Albany, Indiana, of 
which his father was a mem- 
ber. 

Charles received here a 
thorough foundation for his 
knowledge of the stove man- 
ufacturing business, for he 
was a molder, a nickel plater, 
a mounter, shipping clerk 
and also filled positions in the 
offices of the concern, so that 
he learned everything con- 
nected with the manufactur- 
ing and selling of stoves. 

In 1903, the Gohmann 
Brothers and Kahler Com- 
pany was organized to manu- 
facture stoves, and Charlie, 
who was then thirty years of 
age, was one of the stock- 
holders in the Company, of 
which he has since become 
President and General Man- 
ager, the two important posi- 
tions which he fills now. 

Mr. Gohmann takes a deep interest in all move- 
ments connected with improvement of conditions in 
his home city and is an influential member of the New 
Albany Commercial Club. 

When he is not busy with the affairs of his Com- 
pany or on some committee of the Commercial Club, 
he can usually be found around his kennels, for he is 
quite a dog fancier and also an experienced trainer of 
dogs, and some of the dogs which he has trained have 
made excellent records. Of all dogs, he has a special 
liking for Pointers and he has even carried this fancy 
so far that the name “Pointer” and the facsimile of a 
Pointer dog are used as the trademark under which 
the stoves and ranges of Gohmann Brothers and 


Kahler Company have become known in the trade. 
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UP TO THE MINUTE 
NEWS SIFTINGS 








SOUTHERN STOVE MANUFACTURERS TO 
MEET MARCH 14 AND 15 AT KNOXVILLE. 


The Southern Association of Stove Manufacturers 
will hold its quarterly meeting March 14th and 15th 
at Hotel Atkin, Knoxville, Tennessee. 

Louisville and Evansville members will leave Louis- 
ville Tuesday evening, March 13th, at 7:55 P. M. 
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SECTIONAL VIEW OF THE GAS HEATER 
EXPLAINS EFFICIENT OPERATION. 
A study of the cross sectional diagram of the Iron- 
ton Gas Heater as shown herewith, will reveal the rea- 
sons for its clean, economical and efficient operation. 
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Sectional View of Ironton Gas Heater. 


This appliance is constructed on the principle of the 
Bunsen Burner, so as to completely consume the fuel 
at all times because of the automatic mixer, shown in 
the illustration, which supplies air in exact ratio to 
the pressure or volume of gas passing into the tubes. 
A perfect admixture or secondary combustion is then 
said to be obtained by means of air taken from below, 
through the perforated burner plate and discharged 
with the Bunsen flame at the top of the tubes against 
the asbestos back. As soon as the heater is lighted, a 
rapid circulation of cold air from the floor begins, 
as pictured by the series of fine lines at the left, by 


reason of the correct interior, shape and arrangement 
of the reflecting and baffle plates. The air is thus highly 
heated, and by means of the baffle plate and proper 
draft arrangement, is spread over the floor instead of 
ascending at once to the ceiling. As the air becomes 
cooled it drops to the floor and is again drawn to the 
heater, and in this way a regular circulation of air is 
maintained which heats the room throughout. The 
interesting catalog of the Ironton Gas Heaters ex- 
plains the operation in detail, and copies can be ob- 
tained by addressing the Ironton Incandescent Light 
and Supply Company, Ironton, Ohio. 





OIL STOVES WITH BURNERS MADE OF 
ENAMELED STEEL. 

Having burner chimneys made of porcelain enam- 

eled steel, the Quick Meal Wick Blue Flame Oil 

Stoves, one of which is pictured herewith, are said to 





Quick Meal Cabinet Oil Stove. 


be immune to rust and corrosion, and to be easily 
cleanable. This feature is naturally a great factor in 
the efficiency and durability of the stoves, added to 
which are such noteworthy points as the glass founts, 
the burners which are simple in construction and easy 
to re-wick, the automatic chimney lift, and the white 
enameled splash back which can be fitted to all types 
with high shelf. The stove illustrated is the Quick 
Meal Cabinet, claimed to be one of the most-attractive 
styles. The oven is located at a convenient height, 
and the oven burners can also be used for cooking. 
According to the manufacturers, the burners are at- 
tached to a frame which can be drawn out, leaving 
them free to be cleaned. Latest catalog illustrating 
the Quick Meal line of gasolene and oil stoves can be 
obtained by addressing the Ringen Stove Company, 
Division of the American Stove Company, St. Louis, 
Missouri. 
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PATENTS COMBINED GAS AND SOLID FUEL 
RANGE. 


Under number 1,217,531, United States patent 
rights have been granted to George A. Tinnerman, 
Cleveland, Ohio, for a combined gas and solid fuel 


range, described in the following: 
In a convertible range, the combination with an annularly 
flanged cooking hole thereof, of a bowl comprising an open 


Sh Ge 





1,217.531 








bottom construction and a horizontally flanged rim provided 
with two upstanding annular ribs fitting beneath said flanged 
cooking hole, and a gas-burner positioned within said bowl, 
substantially as set forth. 


MODERN HOUSEWIFE UNDERSTANDS VALUE 
OF OVEN THERMOMETERS. 





Without his various indicators, the engineer of a 
power plant is lost. Guess work in the discharge of 
his duties is out of the question—he must know 
definitely at any time the amount of water supply, 
the steam pressure, the voltage and other such essen- 
tials in order to run the plant successfully. In these 
days of high efficiency, guess work is being relegated 
to the rear in practically every conceivable instance, 
and in stove and range construction the oven ther- 
mometer spells the decline of costly, ineffective 
methods of baking. Aside from the efficient, and 
hence economical operation which such a device makes 
possible, there enters into consideration the fact that 
it enables the housewife to prepare her food properly, 
which is also an item of no small importance in these 
times of unusually high prices for food products. In 
view of such circum- 
stances, the modern 
housewife appreciates 
the services of a re- 
liable device of this na- 
ture, such as is said to 
be found in the Cooper 
and Whittier Oven 
Thermometers, a type 
of the latter being pic- 

Whittier Oven Thermometer. tured herewith. Full 
particulars of both types may be obtained from the 
Cooper Oven Thermometer Company, Pequabuck, 
Connecticut. 
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STANHOPE BOAL DISCUSSES RAILROAD 
CAR SHORTAGE AND POINTS TO 
REASONS FOR SAME. 





Stanhope Boal, President of the Favorite Stove & 
Range Company, Piqua, Ohio, discusses in the fol- 
lowing article some of the features of the serious 
freight car shortage and the reasons for the present 


inability of the railroads to render efficient service: 
Railroad Tie-Up Affects Everybody. 

p Our plant, possibly to a greater extent than any other 

iqua manufacturing concern, has felt the effects of the 
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prevailing condition of restricted freight in and out. We 
have been unable to get coal, pig iron, coke, steel sheets and 
other supplies that are received in car lots while scores of 
other materials are tied up and beyond our reach, no matter 
how diligently we seek to secure delivery. We have been 
forced into the market to buy coal at any price because firms 
with which we have contracts could not deliver. Mines, 
ovens, furnaces and mills are closed because of accumulated 
output that the railroads can not accept for delivery and 
goods we have ready for shipment can not go to our cus- 
tomers. Our predicament is such that anyone can _ under- 
stand and it is many fold greater in some plants. 

There is not a scarcity of the materials we need any 
more than there is a scarcity of all food for which some 
parts of the country aré clamoring and which has precipi- 
tated riots and similar disorders that disturb the economic 
condition and the peace of the country. 

“Some of the larger newspapers are blaming the railroad 
cumpanies, but the fault lies with the past interference and 
restrictions that have been placed on the railroads. For years 
railroad experts have told the public that the present condi- 
tion was inevitable unless they were permitted to manage 
their properties without the unwise restrictions and persistent 
interference of politicians, legislatures, constitutional conven- 
tions and similar bodies that have laid their withering hands 
on a great interest in the country that is now almost pros- 
trated as a result of their misdirected activities. 

For years it had been the fad of writers to assail the 
railroads and influential politicians responded to their cries 
for interference and through legislative bodies and executive 
commissions have so hamstrung the managers of railroads 
that they have been helpless to provide the properties with 
betterments in anticipation of the increasing demands of the 
country. 

It is true that long ago unprincipled manipulators im- 
posed great burdens on certain railroads by imprudent con- 
solidations and this is condemned by every man who is aware 
of the work of the financial buccaneers. 

However, the subsequent action of legislative bodies did 
not punish the men who sought to wreck property but im- 
posed additional burdens that made it impossible for the rail- 
roads to recuperate their financial conditions and extend and 
improve their properties to meet demands that have come to 
a climax now during an unprecedented demand for transpor- 
tation. The unwise regulation and legislative interference 
not only retarded expansion in the roads that had been 
“highly financed” but it restricted the roads that were not 
staggering under such burdens with the result that not only 
was recuperation impossible but all roads suffered. 

Railroad Securities Market Depressed. 

The wide publicity that was given during the muck-rak- 
ing period frightened the public and produced a condition 
of such aggravated fear that the people would not buy rail- 
road securities and they were therefore depressed in the mar- 
ket and recovery of public confidence was slow and almost 
imperceptible. 

Despite this condition every public authority that could 
lay a burden on the railroads went at this ruthless task until 
the final culmination of the destructive practice was the act 
of congress that imposed additional burdens and further 
paralyzed railroad progress. 

The net result is that the public pays the bill, as always, 
and there is no man who works for a living who in some 
way is not affected by the distressing situation that has re- 
sulted. The manufacturer, merchant, farmer and whoever 
employs labor, together with the employed, have suffered and 
will continue to suffer until there is a restoration of full 
confidence and the railroads have their rightful privilege of 
conducting their affairs without unwise interference which is’ 
not to be confused with the wisdom of sensible regulation, 
against which no one would complain. 

There is not an industry in the country that could have 
survived the shock the railroads have undergone as the result 
of demagogic sway that has had for its chief diversion as- 
sault on industrial progress with the railroads as the chief 
sufferers. Unfortunately there is no method to hold the med- 
dlers responsible for their destruction but there is a vast 
amount of eventual benefit if the present experience is to be 
profited by. 

James J. Hill, who left a heritage in the west that is in- 
comparable with the achievement of any other man in the 
development of the nation, predicted just what has come to 
pass. His prediction was not heeded but it came to pass 
with the severity that he may never have imagined. 

Regulation Based Upon Fairness. 

It is to be hoped that the public will heed the lesson of 
the present and that from a policy of meddling and inter- 
ference with property rights, that so closely affect the people, 
who really own the railroads, there will spring a new theory 
of industrial right and wrong, one based on common sense 
and fairness and not based on the specious argument of the 
demagogues who would impede progress that they may pros- 
trate the development of the country while they temporarily 
assume management they are incapable of. 
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THE WEEK'S HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Retailer 








AMERICAN ARTISAN AND HARDWARE 
RECORD isthe only publication containing west- 
ern hardware and metal prices corrected weekly. 
You will find these on pages 46 to 51 inclusive. 








The Clyde Cutlery Company, Clyde, Ohio, has in- 
creased its capital from $100,000 to $300,000. 

The Amarillo Hardware Company, Amarillo, Texas, 
has increased its capital from $40,000 to $100,000. 

According to the Chicago Tribune, March 7th, Otto 
Reinhardt, a hardware dealer at 3437 Lawrence Ave- 
nue, has filed a petition in bankruptcy, giving his liabil- 
ities as $1,854.19 and no assets. 

The Guenther Manufacturing Company, St. Paul, 
Minnesota, has been incorporated with a capital stock 
of $25,000 to manufacture tools and machines. The 
incorporators are Emil Kroening, G. E. Guenther and 
M. R. Guenther. 
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CHARLES S. WILLIAMS APPOINTED UNITED 
STATES COMMISSIONER FOR HARDWARE 
IN INDIA AND AFRICA. 


Charles S. Williams, Mansfield, Ohio, who for many 
years was a traveling salesman in the Central West 
for Landers, Frary & Clark and the Peck, Stow & 
Wilcox Company, has been appointed United States 
Commissioner for Hardware in India, the Near East 
and Africa. 

The many friends of Mr. Williams will wish him 
continued success in his new work as an official am- 
bassador for American hardware in foreign lands. He 
is known as one of the best posted men on the manu- 
facture and selling of hardware, being the only man 
who passed the oral test in the examination for the 
position. 





OFFICERS AND DIRECTORS OF NORTH. 


DAKOTA RETAIL HARDWARE 
ASSOCIATION. 





The following are the officers and directors for 1917 
of the North Dakota Retail Hardware Association: 

President—Otto Sougstad, Northwood. 

First Vice-president—J. R. Vestre, Drayton. 

Second Vice-president—C. W. Parker, Lisbon. 

Secretary—C. N. Barnes, Grand Forks. 

Treasurer—Hubert Harrington, Fargo. 

Directors—The President, First Vice-president, 
Secretary and Treasurer, with the following: H. A. 
Moe, Churchs Ferry; A. J. Smith, Carrington; F. S. 
Rickbeil, Cando; A. J. Linn, Sanborn; B. L. Weld, 
Cleveland. 

George Larmour, Larimore; George A. Dahle, Car- 
pic; President Sougstad and Secretary Barnes are 
delegates to the National Convention. 


BUFFALO SLED COMPANYIWILL ERECT BIG 
FACTORY AND WAREHOUSE, 

The Buffalo Sled Company, North Tonawanda, 
New York, manufacturers of Auto-Wheel Coasters, 
Kiddo Sleds, Glideroles and other hardware special- 
ties of kindred nature, have found it necessary be- 
cause of their fast increasing business to erect a 
$150,000 factory and warehouse building, plans for 
which have just been completed. 
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FOREIGN TRADE OPPORTUNITIES ARE 
PRESENTED BY BUREAU OF FOREIGN 
AND DOMESTIC COMMERCE. 





The Bureau of Foreign and Domestic Commerce 
through its Special Agents, Consular Officers and 
Commercial Attachés has received information of op- 
portunities to sell hardware and kindred lines in sev- 
eral foreign countries. Names and locations will be 
supplied on request to the Bureau in Washington or 
its District Offices. Such requests should be made on 
separate sheets for each opportunity, stating the num- 


ber as given herewith: 

Hardware specialties. Number 23868.—A company in 
England desires to represent American manufacturers and 
exporters of hardware specialties. Quotations should be 
made c. i. f. destination. Payments will be made monthly. 
Reference. 

Hardware, metal tubes, etc. Number 23874—A commis- 
sion merchant in Spain wishes to represent American manu- 
facturers and exporters of metal tubes, hardware, and kitchen 
utensils. Correspondence should be in Spanish or French. 
References. 





COMING CONVENTIONS. 


Master Sheet Metal Contractors’ Association of Wis- 
consin, Milwaukee, March 15th. Paul F. Biersach, Milwau- 
kee, Secretary. 

Michigan Sheet Metal Contractors’ Association, Jack- 
son, March 21 to 23. A. F. Martin, Saginaw, Secretary. 

Old Guard, Houston, Texas, April 17 to 20. George H. 
Hillman, Nashville, Tennessee, Secretary. 

Southern Hardware Jobbers’ Association, Houston, 
Texas, April 17 to 20. John Donnan, Richmond, Virginia, 
Secretary. 

American Hardware Manufacturers’ Association, Hous- 
ton, Texas, April 17 to 20. F. D. Mitchell, Woolworth Build- 
ing, New York City, Secretary. 

Western Stove Association, Chicago, May 7. A. W. Wil- 
liams, Columbus, Ohio, Secretary. 

Stove Founders’ National Defense Association, Chicago, 
May & Robert W. Sloan, Scranton, Pennsylvania, Secretary. 

National Association of Stove Manufacturers, Chicago, 
Illinois, May 9 to 10. F. L. Stevenson, Hoosick Falls, New 
York, Secretary. 

Master Sheet Metal Contractors’ Association of Illinois, 
Chicago, May 22 to 23. David M. Haines, 1929 West Lake 
Street, Chicago, Secretary. 

National Retail Hardware Dealers’ Association, St. Louis, 
June 12, 13 and 14. M. L. Corey, Argos, Indiana, Secretary. 

National Association of Sheet Metal Contractors, Cleve- 
land, Ohio, June 12 to 15. Edwin L. Seabrook, Philadelphia, 
Secretary. 

National Warm Air Heating and Ventilating Associa- 
tion, Cleveland, Ohio, June 13. A. W. Williams, Columbus, 
Ohio, Secretary. 

Ohio Sheet Metal Contractors’ Association, Clevelan¢, 
June 4th. W..D. Weaver, Columbus, Secretary. 








™ 








March 10, 1917. 


AMERICAN ARTISAN AND HARDWARE RECORD 27 








Opening of the Spring Selling Campaign 
in Retail Hardware Stores 


By Witi1am T. Gorm_ey, of the Bullard and Gormley Company, Chicago, Illinois 
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There are two lines of merchandise to which the re- 
tail hardware dealer should give special attention dur- 
* ing the next couple of 
months if he wants to make 
a good showing for his 
business during the spring 
season. 

The first of these two 
lines is that of garden tools 
and other appliances for 
the cultivation and keeping 
in good condition of yards, 
= flower and vegetable gar- 

William T. Gormley. dens. 

The second comprises all the various items that are 
used during the spring cleaning—not only in the house, 
but also its surroundings and its exterior. 

I shall confine my remarks in this article to the first 
of the two and shall outline plans and suggestions for 
featuring the great variety of hardware merchandise 
which can be sold for the purpose indicated—with 
good profit to the retail hardware dealer who goes 
after the business with the right vim and with the 
proper preparation. 7 

This spring there is certain to be far more cultiva- 
tion of back yards, vacant lots and regular vegetable 
gardens than possibly ever before, because of the ex- 
ceptionally high prices on all sorts of foods. People 
who have never raised vegetables will go in for it this 
spring and summer. 

This means that there will be an extraordinary de- 
mand for all sorts of garden tools—rakes, forks, 
spades, hoes, trowels, etc. Likewise, there will be 
heavy calls for vegetable seeds of the more common 
descriptions, as well as for fertilizing material of 
various kinds. 

Now, when there is every indication that people in 
all sections of the country will buy larger quantities 
of garden tools, seeds, etc., it would seem to be only 
reasonable that a special effort should be made by each 
dealer to center this demand in his store, but also that 
he should make proper preparation to serve his cus- 
tomers in a truly efficient manner—with tools, etc., of 
good quality and at the time when they want them. 

With this I mean that he should make certain that 
he will have a well assorted stock on hand of the vari- 
ous items when the buying commences—as it will in 
a few days or weeks, according to the weather and the 
locality. 

Next he must “go after the business.” This old, 
worn-out idea that a merchant can afford to wait for 
trade to come to him, is out of date. Only the “moss- 
backs” follow that rule, but sometimes it seems that a 
good many of us retail hardware dealers belong among 
that class, judging by the lack of aggressiveness which 


is altogether too evident for the good repute of our 
branch of the mercantile business, 

So we must “encourage” the idea of gardening. 
The newspapers and magazines are doing fine advance 
work for us, but it is up to us to centralize or focus 
the idea, so that it will really materialize into actual 
buying of supplies and doing the work. 

With this in mind, our window displays should fea- 
ture “Spring Gardening.” For this purpose we can 
make excellent use of the many fine posters, cut-outs, 
show cards, etc., which are so freely furnished by 
manufacturers. They may be used in a great variety 
of ways in the arrangement of the window displays 
and will serve to give “life” to what might otherwise 
be a rather dull arrangement. 

In our newspaper and circular advertising cam- 
paign, we must emphasize the tools, appliances, and 
other items used during gardening time—bringing out, 
first, the pleasure and profit that comes from raising 
one’s own vegetables ; second, the fact that your store 
is especially well equipped to serve those who intend 
to thus beat the high cost of living. 

It might be well to offer one or more prizes for the 
best work. 

‘or instance, a prize might be offered to the boy 
or girl who produced the best crop of a certain kind 
of vegetables; another to the girl for the prettiest 
flower bed; a third to the family whose “back yard” 
yielded the biggest return; a fourth for the best kept 
back yard, whether used for vegetables or flowers. 

The cost of the prizes need not be large, so long as 
theré is a reasonable value and desirability. The main 
point is to create a healthy rivalry, because that will 
stimulate and maintain the interest during the entire 
season. 

In this connection, keep in mind that if a contest is 
to be really successful, it must be kept to the front. 
Frequent references to it must be made in the adver- 
tisements. Little items inserted in the “Locals” of 
the newspapers will help keep up the interest. 

The important point of the whole matter is that 
wherever seasonable or local conditions lend them- 
selves toward the featuring pf certain lines in the hard- 
ware store, the dealer should take the full advantage 
of his opportunity. 


my 


Chicago, March 6, 1917. 
—_~—-o-> ———————————— 


President Wilson declares that there are times when 
a man should be too proud to fight. Therte are never 
times when a business man should be too proud to 
advertise, but there are times when he should be too 
proud to advertise in a certain way. 
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Window Display That Won First Prize 
in Our Window Display Competition 








In the Window Display Competition which was 
recently cofiducted by AMERICAN ARTISAN AND 
HarDWARE Recorp, the main point taken into consid- 
eration by the judges was whether the window display 
in question had that inherent selling power without 
which no window display can possibly prove effective. 
The second consideration was the appearance of the 
arrangement, while other determining factors were the 
attention given to the detail work, and the ingenuity 
in producing an attractive and pleasing window dis- 
play. 

ven a brief look at the illustration herewith of the 








by a display of hand and panel saws, laid on a back- 
ground of green plush and divided from the exhibit of 
machinists’ tools at the right and left with a row of 
carpenters’ pencils and small brass tool holders. Di- 
rectly above the center exhibit and underneath the light 
frame is a carpenter chalk and school crayon orna- 
mentation to liven up the display and give it “tone.” 
Still above this are shown Zig Zag Rules, Buffers, etc. 

Two cards are used in the background, quoting 
prices on chests of tools and cabinets of tools. 

The foreground display of the window consists of a 
large assortment of tools such as reamers, drills, chis- 
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Winner of First Prize in AMERICAN ARTISAN AND HARDWARE RECORD Window Display Competition. Arranged by John 
E. Hardy for the Honeyman Hardware Company, Portland, Oregon. 


window display which was awarded First Prize in the 
Competition would show to what a high degree these 
points have been developed: The selling power is 
manifest ; the appearance is unquestionably one of the 
most attractive in the history of AMERICAN ARTISAN 
AND HarpbWARE Recorp Window Display Competi- 
tions; and the careful attention to detail, together with 
the ingenuity in arrangement, are other features that 
quickly strike the eye. 

The winner of First Prize in the Competition is 
John E. Hardy, who prepared this splendid exhibit 
for the Honeyman Hardware Company, Portland, 
Oregon. Mr. Hardy describes his efforts in the fol- 
lowing: 

There is nothing, perhaps, so interesting to the car- 
penter and machinist as a good display of the articles 
they use in their occupations; they are always on the 
lookout for things that are new in their line. 

The center background of this display is occupied 


els, machinists’ tools, levels, mitre boxes, breast drills, 
carving chisels, auto socket wrench sets, etc. 

A number of articles, such as cheap combination 
pliers, screw drivers, etc., are shown in the display 
and are marked with price tags. 

The background covering, other than mentioned, is 
of green plush and the main body of the window is 
draped with gold colored bunting. 





ADVERTISING VALUE OF WINDOW DISPLAYS. 


BY JOHN E. HARDY.* 
The recent window display competition conducted 
by AMERICAN ARTISAN AND HARDWARE REcorpD has 
again demonstrated the fact that the hardware dealer 


‘is slowly but surely progressing in the matter of bet- 


ter show window displays. 
*Winner of First Prize in AMERICAN ARTISAN AND 
HAREWARE Record Window Display Competition. 
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Your publication has been no small factor in bring- 
ing about these excellent results and is to be com- 
mended for the very great interest shown in develop- 
ing the hardware trimmer through annual competitive 
window displays and also by its publication of many 
of the photographs submitted in the contests. 

A careful survey of business conditions for a num- 
ber of years past indicates that the hardware dealer 
has been lagging, and has not kept pace with other 
branches of mercantile life, as far as show window 
and newspaper advertising is concerned, and as a re- 
sult, the department store and mail order houses have 
gradually absorbed no small amount of business that 
legitimately belongs to the hardware store, and it now 
stands that if the hardware dealer expects to regain 
any of his lost trade and also to retain that which he 
now has in certain lines of merchandise, he must show 
an increased energy and bring his advertising facili- 
ties to a higher state of efficiency than he has in the 


past. These are facts, not theories, but have no refer- 


ence to hardware stores that through push and energy, ” 


and through the use of correct business principles, 
have kept themselves in the front ranks of mercantile 
life. 

The writer believes that the hardware man has lost 
much of his prestige through his failure to advertise, 
and desires before proceeding further, to give his 
definition of the word advertising, 

“Advertising is a means of placing oneself before 
the public in a manner that trade will be directed or 
attracted to one’s place of business.” 

Newspaper advertising without doubt represents the 
highest and best class of advertising that can be em- 
ployed to build up one’s business, but is found in many 
cases by the hardware man to be too expensive a 
method to employ and also quite often an inconveni- 
ent method to use. Presuming in most instances, that 
this is the case, then the hardware dealer’s recourse is 
through the next best medium, his show windows. 

His salvation to a marked degree lies in his install- 
ing more and better window displays that are of an 
attractive nature, and that will direct attention to his 
place of business, and show what he has for sale. 
The quicker his mind is brought to a realization of 
this fact, just that much sooner may he expect to reap 
the benefit of his efforts through increased sales. 

Attractive window displays offer a “first aid” and 
one of the most effective means of combating depart- 
ment store competition. 

In bringing the show window to a higher state of 
efficiency, there are three very important factors that 
must be given careful consideration, the first of which 
and most essential factor being Attractiveness. 

Through Attractiveness, the window makes its most 
important appeal to the public. This appeal may be 
weak or strong, depending altogether on the ability 
and cleverness of the man who decorates the window. 
The window that has a background can be made far 
more attractive and effective than one without a back- 
ground. 

This refers particularly to those certain windows 
that are used for the display of Tools, Builders’ Hard- 
ware, Cutlery, Kitchenware or Sporting Goods. The 
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background being first to meet the eye of the passing 
pedestrian, should be carefully treated by the decor- 
ator, as that it will impel a person to stop, and then 
draw nearer to the window to more carefully examine 
its contents. 

The window decorator, should therefore, employ 
fully two-thirds of the time spent in placing a display, 
in decorating the background that it may talk to the 
public. Stop and Look must be the Punch that stands 
out conspicuously in the background treatment of the 
display. 

The Selling Power of a window does not come into 
action until a prospective customer has stepped up 
to the window to see what has been offered for sale. 

The Selling Power of a display can be considerably 
increased if the decorator in placing his goods in the 
foreground, exercises care that each and every article 
be free from dust, oil and rust, and laid so that it can 
be carefully scrutinized by the prospective customer. 





John E. Hardy, Winner of First Prize, 
AMERICAN ARTISAN AND HARDWARE RECORD 
Window Display Competition. 


A polished window glass is a necessity at all times. 
In other words, the display that creates a desire to 
own or possess some certain article or articles in the 
window has the greatest selling power, and it is not a 
question how much is placed in the window but rather 
how it is placed that gives the window its greatest 
selling power. A conservative use of price cards may 
increase the selling power of a window, but the writer 
believes it is far better that a prospective customer 
be induced to enter the store and be handled by a 
competent salesman than to trust that the display will 
make the sale. 

Originality has everything to do with the decoration 
and trimming of a show window in an effective man- 
ner. It is not to be expected that every one who dec- 
orates a window can do anything extraordinary in the 
way of placing displays of an original nature. To 
those decorators who are unable to rise above a 
mediocre display, the writer advises they secure one 
or more different copies on the subject of window dec- 
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oration as published and sold by a number of hard- 
ware magazines. One should make a special study 
of the displays shown therein with the idea of pro- 
ducing a display of equal merit and whenever possible, 
something of a superior nature. 

Remember, practice makes perfect, and if at first 
your efforts may prove disappointing, don’t give up, 
but rather “speed” up, and if you have any talent at 
all for the work, it will not take long to develop it 
along lines that will prove satisfactory, both to the 
decorator and the head of the house. When you have 
succeeded in arranging displays that people will go 
out of their way to see, you can rest assured you are 
on the high road to success. 

Do not attempt to’show too many lines of goods in 
the same display, especially if the goods are of a dis- 
similar nature. Individual displays of Tools, Cutlery, 
Builders’ hardware, Tinware, Garden Tools and Sport- 
ing Goods are preferable and possess a greater selling 
power than if shown in conjunction with other goods. 

If bunting is to be used in draping a window, select 
colors that will not fade quickly. The writer advises 
the use of white and gold bunting, both of which will 
prove satisfactory, with the preference in favor of 
the gold. 

When a number of colors are to be used in a dis- 
play, be sure and select colors that harmonize ; other- 
wise your window will be out of tune and not prove 
altogether satisfactory. Remember, the human organ- 
ization is quite sensitive to inharmonious color effects 
and often unconsciously resents them without knowing 
the reason why. 

Local conditions largely control the time of chang- 
ing window displays; therefore, no specific time can 
be set for the change. 

In the larger cities, where new faces are constantly 
passing, the windows can be left for longer periods 
than would be advisable in smaller cities and towns 
where the same people are passing and repassing the 
windows every day of the week. Each dealer must, 
therefore, use his own judgment as to the time the 
change should be made. In no event should they be 
left until they become stale. 

Seasonable displays should be made in advance of 
the opening of the season, and if kept in the window 
for an extended period, can be refreshed by an occa- 
sional touching up, and still be presentable to the 
public. 

The lighting at night of a display has much to do 
with its effectiveness. One cannot use too much light, 
if care is exercised that the lights are shaded so that 
the direct rays do not strike the eye of the observer. 

Hundreds of people are unable to look at window 
displays until night; they should be offered the oppor- 
tunity of doing so under the most favorable conditions. 
If your windows are poorly lighted, remedy the de- 
fect, as defect it is, immediately. Well lighted win- 
dows will increase your sales. 

Much more might be written on the subject of win- 
dow decoration, but the foregoing lines gives boiled 
down facts regarding the art of window decoration; 
facts that must be observed if the hardware man de- 
sires to get into advertising game right and enjoy its 
benefits. 
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Art in window decoration has displaced the old and 
antiquated manner of trimming windows. Brains 
and energy must today make your show windows the 
“bait” and the floor salesman the “hook’’ that lands 
the big dollar. 

What one man has succeeded in doing, can reason- 
ably be done by others. Don’t allow an added expendi- 
ture to deter you from making high class exhibits. A 
failure to act in this matter means that much more 
trade lost, that perhaps can never be regained. 

Effective window display indicates progressiveness. 
Be progressive. Competition is keener today than 
ever before, so it behooves you, Mr Hardware Dealer, 
to get busy with your windows, if you want to get 
busy with customers. 

The “buck” is up to you. 


~~ 


WRITE FOR THIS BOOKLET OF BUSINESS 
HELPS FOR LAWN MOWER SALES. 





Retail hardware dealers handling lawn mowers are 
urged to write for the new booklet, “Bigger Business 
Helps,’ which explains in detail the comprehensive 
advertising plans of the Pennsylvania Lawn Mower 
Works for 1917. It shows specimens of advertise- 
ments that will be used in well-known publications of 
national circulation; illustrates the fine display cards, 
18% by 25% inches, lithographed in colors, which can 
be used in window or interior displays; pictures sev- 
eral of the lawn mower advertisements for news- 
papers, electrotypes of which are sent free to dealers; 
shows the colored window cards, 21 by 11 inches, 
which can be supplied in quantities for street car 
signs bearing the dealer’s name and address; tells of 
the 16-page practical booklet, “How to care for the 
Lawn”; and illustrates the counter slips of each of 
the Pennsylvania brand. A liberal use of these helps, 
the manufacturers state, will enable the retailer to 
reap the greatest benefit from their consistent adver- 
tising in the leading magazines. Requests for this 
booklet or for information concerning their lawn 
mowers should be made to the Pennsylvania Lawn 
Mower Works, Philadelphia. 





ANCHOR FOR FENCE POSTS PATENTED. 


—_——_——_ 


Percy J. Hindmarsh, Lincoln Ne- 
braska, assignor to The American Steel 
and Wire Company, Chicago, Illinois, 
has been granted United States patent 
rights, under number 1,214,679, for an 
anchor for fence posts described here- 
with: 

In a fence post and anchor, the combina- 
tion of a spreader element adapted to be 
driven into the ground and provided with an 
aperture, near its upper end, a post adapted 
to be driven over said spreader, said post 
being provided with an elongated transverse 
aperture, a key adapted to be passed through 
said aperture, and a plate adapted to underlie 
said key, whereby said spreader is pre- 
vented from further entrance into the ground 
while said post may be driven further, sub- 
stantially as described. 
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EXCELLENT DISPLAY OF SIMONDS SAWS 
AT OHIO HARDWARE CONVENTION. 





At the recent Annual Convention of the Ohio Hard- 
ware Association which was held in Dayton, Simonds 
Manufacturing Company, Fitchburg, Massachusetts 
and Chicago, had a very handsome display of their 
saws. 

It will be noted that a large variety of saws were 
shown—from the common handsaw to the special 
types used for pruning or other work of unusual char- 
acter. There are the big cross cut saws, the old-fash- 
ioned “buck” saws, the hack saw—almost any kind 
you can think of. 

A number of the excellent “cut-outs” and show 
cards which Simonds Manufacturing Company fur- 
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ammunition and sporting goods, the manufacturers 
of Hercules “Infallible” and “E. C.” Smokeless Shot- 
gun Powders have prepared a group of eighteen 
electros for newspaper advertising which they offer 
without any restrictions. If the dealer can use every 
one of them, they will be sent, free of charge, direct 
to the newspaper or newspapers designated, with in- 
structions to obtain confirmation of schedule from the 
advertiser. The electros are all ready ior printing, it 
being necessary only for the printer to set the dealer’s 
name in the space under the reading matter in each 
cut. The manufacturers have borne in mind, in pre- 
paring these helps, that no advertisement, no matter 
how good, will bring and hold new business unless 
the service to the consumer is in keeping with it, and 
they have consequently aimed to embody in the set, 
an atmosphere not only of high quality merchandise, 

















~ 


Hancsome Exhibit of Saws for Many Purposes. Arranged for Simonds Manufacturing Company at the Recent Convention 
of Ohio Hardware Association in Dayton, Ohio. 


nish to their dealers to help them sell Simonds Saws 
are displayed. | 

As one of the Convention days was also George 
Washington’s birthday, it was a very appropriate 
move to place a picture of “The Father of Our Coun- 
try” on the name rail above the exhibit, balancing it 
with one of the clever show cards furnished by the 
Company to dealers. 

George T. Curtis was in charge of the exhibit, but 
when the picture was taken he decided that it would 
look better without his presence being shown, although 
those who know how good looking George is won't 
agree with him on that point. 
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EIGHTEEN ADVERTISEMENT ELECTROS FOR 
DEALERS IN GUNS, AMMUNITION AND 
SPORTING GOODS. 


To help the retail hardware dealer realize the great- 
est number of sales possible from his stock of guns, 


but also of worth while service. Dealers can obtain 
copy of the booklet illustrating these eighteen sales- 
building advertisements, together with full details of 
the smokeless shotgun powders, by addressing the 
Hercules Powder Company, 1 West roth Street, Wil- 
mington, Delaware. 

-oo 


TRADEMARK FOR METAL POLISH. 
William E. Martin, Chicago, Illinois, has secured 
copyright on the trademark shown in the accompany- 
P , ing illustration, under number 
ELALING 92,065. The copyright covers 
* 92,065 the coined word “Metaline,” as 
well as the label design below 
the name. He claims use since 
the year 1887 and the claim was 
filed January 11, 1916. The par- 
ticular description of the goods 





is metal polish. 
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BATTERY EXPERTS. 

The Burgess Battery Company, a $200,000 Wiscon- 
sin corporation, engaged in the manufacture of stand- 
ard and flashlight dry cells and accessories, has taken 
over the manufacturing department of the well known 
C. F. Burgess Laboratories, Chemical Engineers. 
Their Laboratories and Manufacturing plant are lo- 
cated at Madison, Wisconsin, with sales offices in 
Chicago. 

The management of this Company is headed by C. 
I’. Burgess, Past-President of the American Electro- 
chemical Society, and until 1915 head of the Chemical 
Engineering Department of the University of Wis- 
consin. Mr. Burgess is well known in scientific cir- 
cles through his developments of electrolytic iron and 
alloys, his numerous scientific publications and active 
work in Engineering societies. He has served as Con- 
sulting Engineer for the Wisconsin Railroad Commis- 
sion, the United States Bureau of Mines, the United 
States Forest Products Laboratories, and has recently 


been appointed by the Secretary of the Navy to serve- 


on the Industrial Survey Committee of the United 
States Naval Advisory Board. 

Associated with Mr. Burgess is a corps of engi- 
neers who are experts in various lines of Chemistry 
and Metallurgy. 

The Burgess Battery Company has acquired the 
United States and Foreign patents covering numerous 
improvements on batteries and flashlights developed 
during the past six years by the Laboratories. 

New Batteries for Old. 

Never before in the history of this extravagant 
people, has so much care and thought been given to 
salvaging waste material. The thrifty man carries his 
papers home or to the office until he has a load ready 
for the junk man, the housewife saves her rags, etc., 
but heretofore, there have been millions of exhausted 
dry cells thrown away every year. 

The question has been raised repeatedly by ob- 
servers, why is there not a salvage value in these 
materials ? 

Numerous attempts have been made to develop proc- 
esses for the recovery of exhausted dry cell materials, 
but these have, until recently, met with little success. 

The Burgess Battery Company, Madison, Wiscon- 
sin, finally solved the problem. They met many dif- 
ficulties but through continued efforts they have de- 
veloped a business of respectable proportions in the 
manufacture of chemical products from old batteries. 

Among the products marketed or available for dis- 
posal are spelter, zinc dust, soldering and galvanizing 
salts, wood preservative materials, foundry facings, 
manganese sulphate, hydrate, chloride, etc. 

The manganese dioxide, after chemical purification 
and elimination of reduced oxides, furnishes a. higher 
grade material for manufacturing purposes, better, in- 
deed, than the original ore which is universally used 
as mined, without purification. 

This enterprise has reacted to the benefit of their 
customers through an allowance or exchange plan 
which enables their dealer to give new for old, in a 
ratio that he may establish. 
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TO ADVERTISE ADVERTISING. 


The Association of National Advertisers is. plan- 
ning to wage a campaign for the purpose of informing 
the consumer on the subject of the economic function 
of advertising. It will be shown why advertised 
products have a larger claim to patronage than those 
not advertised. 





RETAIL HARDWARE DOINGS. 


Indiana. 

The West Side Hardware Company, South Bend, has 
been incorporated with a capital of $15,000 by Marceli 
Latkowski, Frank J. Gorka and John Kotz. 

I 


owa. 

Charles H. Yearnshaw, Madrid, will open a hardware 
store. 

Oscar Mueller has purchased the Nelson interest in the 
Bernstein hardware store at St. Ansgar. 

Staples Brothers, Clarion, have sold their hardware store 
to Shupe Brothers. 

F. F. Kirkendell, 
store. 


Beaver, has purchased a hardware 


Michigan, 

L. F. Shirkey has purchased the interest of his partner, 
M. G. Beman, in the hardware store of Beman and Shirkey 
at Springport, and will continue the business under his own 
name. 

Minnesota. 

T. H. Day has bought the hardware stock of A. C. Gray 
at Amboy. . 

J. G. Wolff, Mapleton, will engage in the hardware busi- 
ness. 

Anton Dick has bought the G. A. Apule hardware store 
at Kinney. : 

C. S. Skaar, Ashby, has sold his hardware stock to the 
Ashby Hardware Company. 

Edward Krueger has bought the hardware business of 
J. B. Haskell at Crosby. 

The Pine City Hardware Company, Pine City, has been 
incorporated with a capital stock of $15,000 by Mary B. Ban- 
croft and A. O. Barbush. 

Olaf Settum, Cloquet, dealer in hardware, died. 

C. F. Bemis, Ruthton, will open a hardware store. 

A. C. Gray has purchased the Schweeder Brothers hard- 
ware store at Amboy. 

The hardware store of Pukrup and Kowtowski, Ivanhoe, 
was destroyed by fire with a loss of $5,000. 

J. C. Meyer has bought the H. W. Broker interest in 
the hardware store of C. Brandtner and Company at Mel- 
rose. The firm will be Meyer and Brandtner. 

Montana. 

Chris Arenberg, Miles City, will open a hardware store. 

Joe McEntree has sold his interest in the hardware busi- 
ness at Geraldine to his partner. 

Nebraska. 

Otto Wilson has sold his hardware store at Millard to 
Leo J. Burns. 

W. G. Erskine has bought the Clyde Maddox hardware 
store at Miller. 

Charles E. Hanson has purchased the stock of the 
Osceola Hardware Company at Osceola. 

Nerth Dakota. 

Rupp Brothers Hardware Company, Baldwin. have pur- 
chased the hardware and implement business of E. A. Frick. 

Ole B. Veum has sold his interest in the Esmond Hard- 
ware Company at Esmond to B. I. Steig. 

The store of the Cavalier County Implement. Company. 
Langdon, dealers in hardware and implements, was destroyed 
by fire with a loss of $20,000. 

Ohio. 

Fire destroyed the hardware store of H. T. Teal at 

Crooksville, the loss being $12,000. 
Wisconsin. 

Loyd Seguin has bought the H. W. Pierce hardware 
store at Cleghorn. 

The East Ellsworth Hardware Company, East Ellsworth, 
has been incorporated with a capital stock of $25,000 by P. A. 
Haessly, Carl J. Johnson and Emil Nelson. 

H. M. Hendrickson, Mount Horeb, has sold his interest 
in the Mount Horeb Hardware Company to his partners, Roy 
and John Beat. 

Tom Lomsdahl has purchased his partner’s interest in 
the hardware store at Osseo. 

The Chetek Co-operative Mercantile Company, Chetek. 
has added a line of hardware. 

Fry Brothers, Lineridge, have traded their hardware 
store for a farm. 

The Miller Hardware Company, Bayfield, was damaged 
by fire, the loss being $500, which was covered by insurance. 
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AUTOMOBILE ACCESSORIES 
SOLD BY HARDWARE DEALERS 








The Wagner Auto Lock Company, St. Louis, Mis- 
souri, has been incorporated with a capital stock of 
$50,000 by Bernard Mohr, Paul Lehmann and Edward 
Wagner. 

The Globe Accessories Company, Greensburg, In- 
diana, has been incorporated with a capital stock of 
$100,000 to manufacture automobile goods. J. W. 
Judkins, Cambridge City, is president. 

The Willys-Morrow Company, Toledo, Ohio, has 
been incorporated with a capital stock of $100,000 to 
manufacture automobile parts. The incorporators are 
Harold J. Kehoe, George R. Spencer, Raymond G. 
Spencer and Chester H. Braselton. 


ss 
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PATENTS METHOD OF MAKING RADIATOR 
TUBES. 








George W. Turney, Rome, New York, assignor to 
the Rome-Turney Radiator Company, Rome, New 
York, has obtained United States patent rights, under 
number 1,217,537, for a method of making radiator 


tubes, described herewith: 














P The method of 

“ 1,217,537 making a_helicaliy- 

en ‘ ny flanged radiator- 
Aaa a : tube, which consists 
BO" VVV\ Th in separately form- 









































ing the flange in the 
shape of a metallic ribbon coiled edgewise and having a 
solder recess on its inner edge, distending and spacing the 
convolutions thereof along the outside of the pipe with a 
thread of solder extending through said recess, and heating 
the tube to fuse said solder and thereby secure the flange to 


the tube. 
+20 ———___ 


SETS OF TOOLS ESPECIALLY SUITED FOR 
MAKING AUTOMOBILE AND MOTOR 
CYCLE REPAIRS. 


Noteworthy among the groups of tools included 
in the Goodell-Pratt line of ‘1500 Good Tools” are 
the Automobile Set Number 399 and the Motorcycle 
Sét Number 499. The first consists of twelve chisels 
and punches carefully selected to include the kind 
most frequently used in automobile repairing, which 
are: Two cold chisels, a half round and a square 
chisel, one solid punch, one prick punch, two cape 
chisels, a half round cape chisel, a diamond point 
chisel, a center punch and a nailset. Each is about 
five inches long, forged from high grade 3-inch 
The 
put up in a strong leather-cloth roll and can be easily 
carried in the pocket or in a small tool box. Twelve 


hexagon tool steel, carefully tempered. set is 


tools also comprise the Motorcycle Set and roll up 
compactly in an attractive canvas case which fits into 
the motorcycle tool box. Included are a screw-driver 
set with three blades and a rimmer, combination pliers, 
cold chisel, cape chisel, solid punch, prick punch, cen- 
ter punch, adjustable wrench, two-inch screw driver, 
five-inch screw driver, ball pein hammer and half round 


file. Full particulars of these and other motor sets, 
together with copies of “Tool Book No. 13,” their new 
and very complete catalog, can be obtained by address- 
ing the Goodell-Pratt Company, Greenfield, Massa- 
chusetts. 


om 


AUTOMOBILE HORN PATENTED. 








Ray H. Manson, Elyria, Ohio, assignor to The Gar- 
ford Manufacturing Company, Elyria, Ohio, has been 
granted United States patent rights, under number 

216,828, for an automobile horn described herewith: 


In an automobile horn, 
the combination of a 
frame, a sound-produc- 
ing diaphragm supported 
from the frame, electro- 
magnets for supplying 
energy to operate the 
diaphragm, an armature 
for said magnets, a 
spring connecting the 
yy armature to the frame, 

oss means to attach the ar- 
mature to the spring applied at the center of the armature, 
an electric switch controlling the circuit of the magnets gov- 
erned by the armature, an anvil on the diaphragm, a stem 
connected at one end to the center of the armature for trans- 
mitting the motion of the armature to the diaphragm and 
vibrating the same, and a spring supported from the frame 
connected at one end to the other end of the stem for di- 
recting the same. 
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WRENCH ESPECIALLY ADAPTED FOR USE 
ON AUTOMOBILES. 








Among the many tools and supplies that the retail 
hardware dealer can profitably push to his automobil- 
ist patrons is the Bemis and Call Model Number 80 
Motor Wrench, shown in the accompanying illustra- 


tion. This tool is said to have proven very useful on 





Bemis and Call Model Number 80 Motor Wrench. 


automobiles, motorcycles, motor boats and gasole1.« 
engines, as well as in all other cases where a thin 
The head of 


the wrench is set at an angle of 22 degrees and is 


strong, adjustable wrench is required. 
provided with a straight handle. Because of this spe 
cial design, rigid strength is said to be given where 
the usual type of offset head adjustable wrenches are 
weak and liable to break. As may be seen, the jaws 
are adapted for hexagon as well as square nuts, und 
are thin enough for check nuts and for use in close 
contracted spaces. The wrench is made from the best 
of materials, carefully tempered, and with handle and 
head highly polished. Tull details about this and 
other types of wrenches will be sent upon request, by 
the Bemis and Call Hardware and Tool Company, 
Springfield, Massachusetts. ; 
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ADVERTISING CRITICISM AND 
COMMENT 


Helpful Hints for the Advertisement Writer 








Few people have ever considered a newspaper ad- 
vertisement in the light of one or more interesting 
stories, as absorbing, if not more so, than the average 
news item. Possibly this circumstance exists because 
they have been prevented from gaining such an appre- 
ciation or conception by the general run of newspaper 
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advertisements which include far too great a number 
consisting essentially of a choice collection of superla- 
tives and few statements of actual consequence. Be 
that as it may, the fact remains that you must tell the 
reader something of real interest in your advertise- 








ment before you can persuade him to make a pilgrim- 


age to your Mecca of business. 

One of the best specimens of such newspaper adver- 
tising that has recently come under our observation 
is the twelve and one-half inch, triple column adver- 
tisement reproduced herewith, which was placed in 
the Toronto, Canada, Evening Telegram, by the Rus- 





sill Hardware Company, 126 King Street, East, 
Toronto. 

First should be noted. the simple and convenient 
arrangement, the layout of the advertisement simulat- 
ing the makeup of three columns of news. Next con- 
sider the fact that each division is an advertisement 
in itself, with heading, illustration, copy, price, and 
the name of the Company. Furthermore—and this is 
of greatest importance 
a perfunctory description, but rather of potent selling 


arguments that are bound to prove far more resultful. 
* * x*° 





In the eight and one-half inch, five column adver- 
tisement shown herewith, the ad writer for the Ban- 
ner Bazaar, Dayton, Ohio, has certainly neglected no 
opportunity to embody a comprehensive list of hard- 
ware and kindred items. Something like thirty-one 
articles are featured, and it will be noted that every 
one as a rule is illustrated and specifically priced. In 
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addition to this excellent arrangement, the advertise- 
ment comprises a central heading with two sub-heads, 
three panels each emphasizing a different feature of 
the stock, several other minor headlines, and two boxes 
presenting the firm’s name. With all this, the adver- 
tisement, which was run in the Dayton Evening 
Herald, does not appear crowded, although one might 
gain that impression from the necessarily sharp reduc- 
tion of the original. 


Altogether, this advertisement is worthy of com- 
mendation, because it contains the three essential fea- 
tures of sales-producing advertising: Illustrations, to 
show the article; descriptions, to tell about them; spe- 
cific prices, so that the reader may weigh the value, 
comfort, service secured by the purchase, against the 
cost. 

Customers are people of diverse personalities. No 
two of them are alike. Therefore we use different 


methods of approach, and the selling talk is different. 
And these diverse methods that all of us use are 
prompted by expediency. 


At the bottom it’s tact. 
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HEATING AND VENTILATING 








ILLINOIS HEATING AND VENTILATING 
ENGINEERS TO MEET MARCH 12. 


The regular monthly meeting of the Illinois Chap- 
ter of the American Society of Heating and Venti- 
lating Engineers will be held Monday, March 12th, at 
the Chicago Engineers’ Club, 314 South Federal Street. 
Dinner will be served at 6:30 o'clock. 

S. H. McCreary will be the speaker of the evening 
and will describe the installation of the hot water heat- 
ing system at the plant of the Crane Company with 
which he is connected. 


~~ 


MILWAUKEE SHEET METAL CONTRACTORS 
CONSIDER WARM AIR HEATER 
INSTALLATION ORDINANCE. 








At the monthly meeting of the Master Sheet Metal 
Contractors’ Association of Milwaukee, which was 
held Wednesday, March seventh, considerable atten- 
tion was given to the City Ordinance covering installa- 
tion of Warm Air Heating Apparatus. 

Messrs. Hollitz, Groeschel and Graf were appointed 
as a Committee to confer with the City Building In- 
spector tc endeavor to have certain changes made in 
the Orditiance which would place all contractors on an 
even basis. 

Jacob Groeschel was admitted as a reguiar member. 

Messrs. Biersach, Tonnsen and Schuman were ap- 
pointed as a Committee to recommend amendments to 
the Constitution of the National body. 


me wee 


WARM AIR HEATER PATENTED. 








Robert R. Armor, Los Angeles, California, has se- 
cured United States patent rights, under number 
1,217,551, for a warm air heater described herewith: 


In a hot air furnace, the 
combination with a furnace 
having a centrally disposed 
fire box and an air cir- 
culating chamber surround- 
ing said fire box, of a cir- 
cular burner horizontally 
disposed within the- fire 
box, a gas mixer with 
which the burner connects, 
means for regulating the 
control of gas to said burn- 
er, means for causing the 
gas and flame to pass from 
the burner in a_ horizontal 
plane, flame obstructing and 
heat absorbing elements 
through which the flame 
passes in its upward travel, 
means for preventing the 
circulation of air through 
the center of the fire box 
and over the burner, and means whereby the burner may be 
ignited while concealed by the flame obstructing elements. 




















Albert Howard, Homer, Michigan, has engaged in 
the heating and plumbing business. 


REMODELING VENTILATION PLANT OF A 
LARGE THEATER. 


The second and concluding part of the very instruc- 
tive paper read by-Samuel R. Lewis, of the Chicago 
Chapter, at the Annual Meeting of the American So- 
ciety of Heating and Ventilating Engineers follows 
herewith, the first part having been published on pages 


35 and 36 of our March 3rd issue: 
Changes. 

An analysis of the foregoing conditions made it evident 
that a radical revision in the entire system was necessary. 
Accordingly it was decided to make quick adjustments which 
would bring about the following changes, as follows: 

a. Abandon the exhaust fan, using upward ventilation, 
induced by the pressure of the supply fan (since the exhaust 
fan noise and vibration could not easily be overcome). 

b. Use the basement as an air supply chamber, thus heat- 
ing the same so as to be sure of a warm first floor. 

c. Abandon inlets B, C and E. Accordingly a number 
of openings, each about 2 foot square, well distributed, were 
¢ut through the foul air chamber metal bottoms, giving access 
for fresh air to the entire foul air chamber system, and pro- 
viding for excellent distribution of the air volume. 

d. Ducts leading to flues B and C were torn down, so 
that they opened into the basement, and the old risers were 
closed tight. The manhole doors into the plenum chambers 
were opened, to give additional air supply to the basement. 
A tight partition was placed in the opening which formerly 
communicated with the boiler room. The two large vent 
stacks leading from the basement to the attic were closed 
tight. The former gravity vent ducts to the foul air outlet 
in the attic were removed, so as to give a greater free area 
of outlet. The openings A-2 in the gallery were arranged to 
deliver tempered air (since no thermostats in the gallery were 
provided). The six ceiling openings were arranged to vent 
freely through the attic space to the new enlarged foul air 
outlets. Deflectors were placed on inlets A-1. Inlets A were 
closed. 

On the night of December 10th, the auditorium was occu- 
pied for a performance. The first floor was 90 percent full, 
the balcony was 50 percent full, and the gallery was unoc- 
cupied. The supply fan was run full speed—130 revolutions 
per minute. The tempered air temperature was 68 degrees 
at 8 P. M., but by 9 P. M. had been reduced gradually to 66 
degrees. The temperature throughout the house, except lob- 
bies and foyer, did not at any time vary more than one de- 
gree from 70 degrees. Repeated inquiries of persons in vari- 
ous parts of the house failed to bring to light any complaints 
of either temperature or draughts. The lobbies and foyer 
were cold. There was draught from the rear down the aisles 
from the causes described above. 

On the morning of December 11th, a test was made, 
operating exactly as last described, without any changes of 
any kind. About 1,000 candles were distributed, one on every 
other seat, in order to study draught conditions simulating 
occupancy of all the seats, and in order to observe tempera- 
ture effects. These candles were of the standard plumber’s 
tvpe, such as has been taken by the Chicago Commission on 
Ventilation as giving off approximately twice as much heat 
as that from one person. 

The plant was not operated to full supply fan speed until 
10:45 A. M. The test started at 11:00 A. M., when all can- 
dies were lighted. The temperature outside was 34 degrees 
and the tempered air was 66 degrees. The results were as 
follows: 

LOCATION. TEMPERATURES, FAHRENHEIT. 
19:45 11:00 11:15 11:30 11:45 


| nT ee 66 70 70 72 70 
CM Tove a aa Praleve 4 ta) GR 71 72 70 
PM SSD ida Ais ide 66 68 70 (oe 71 
Center rear of 

balconv ..... a 8 72 74 76 
Center front of 

balcony ..... 68 GR 71 70 
Sides of balcony 

AEMTONE; 656 66 vi 69 (a 69 


Foyer, first floor. 69 66 
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The candles operated 45 minutes. The heat from them 
was very evident. Sufficient experimenting was done to dem- 
onstrate that it is possible with all the candles lighted (para- 
mount to full occupancy), to reduce temperature at will ir: 
any part of the house, except in the pocket at the rear of the 
balcony. Since no changes, in the limited time available, had 
been possible in the automatic temperature regulation and the 
same was badly involved as before described, the controlling 
was done by hand, to a great extent. Twelve observers were 
distributed around the house, watching the candle flames for 
draughts and observing the thermometers. No objectionable 
draughts were observed anywhere except the ever-present 
ones down the aisles, due to the cold foyer and lobbies, as 
before noted. 

Special attention was paid to the center balcony boxes, 
from which many complaints had originated. The candles 
burned very steadily there and no draughts or unpleasant 
temperatures could be found. 

Some deflection was noticed in range of the temporary 
crude diffusers on outlets A-1. Some draught, which is in- 
herent, due to the large cold loft over the stage and which 
is present in all theaters, could be seen affecting the candles 
at the front of the orchestra. Since this comes from the front 
and is gentle, and since face currents are usually pleasant, 
no complaint from that source was apprehended. 

The velocity through the floor inlets when running the 
fan at full speed was in no case found to exceed 130 lineal 
foot per minute and averaged not over 110 foot per minute. 
Some adjustment of the volume dampers were required to 
bring this about. There was a marked improvement in con- 
ditions behind the proscenium arch. The draught over the 
switchboard had disappeared. The temperatures were excel- 
lent except in the pocket at the rear of the balcony. There 
was no outlet from this pocket and the temperature neces- 
sarily would rise under these conditions. 

Permanent Changes. 

Ventilation: To ventilate the upper part of the balcony, 
a number of openings were cut through the ceiling near E 
to the fireproof space under the gallery. A 42 inch pro- 
,ellor fan was connected witha duct leading from this space. 
This settled the matter of the overheating of the balcony. 

Vertical blade diffusers about 6 inches wide, 3 inches on 
enters, were placed on the inlets A-1 to divert the air out 
toward the center of the gallery. These, with an adjustment 
of the existing horizontal diffusers, greatly improved condi- 
tions there. 

The same type of diffusers was installed on the inlets D. 
The exhaust fan and all of the attic ducts, except those lead- 
ing from the flues A and inlets A-2, were removed. 

Evenly spaced openings were cut through the steel bot- 
toms of all of the circumferential chambers under the first 
floor. These openings were provided with dampers so that 
the volume of air delivered could be easily adjusted.. 

All of the unnecessary metal ducts were removed from 
the basement, including the foul air collecting ducts along the 
side walls. 


A separate fan, heaters and ducts were provided for the- 


main front vestibule, the fan being placed in the room 
marked N and arranged to recirculate the air. Thus a bal- 
anced pressure is maintained in the vestibule and there is 
no further difficulty due to draughts from this source, and it 
has been found possible to heat the room properly, even when 
outside weather conditions were very severe. 

Heating: Sufficient direct radiation was placed in the lob- 
bies and foyers properly to heat the same. In the formerly 
very cold stair cases leading to the gallery a connection was 
made from the plenum chamber in the basement to registers 
behind the radiators so that these former direct radiators 
became indirects, and the heat given off by them was in- 
creased threefold. 

Temperature Regulation: Two new. thermostats were 
installed at Z in the gallery controlling the temperature of air 
handled by the flues A, and delivered through the openings 
A-1 and A-2. 

The thermostats Y were connected so as to control the 
temperature of the air handled by the flues D. 

The thermostats X were changed so as to control the 
temperature of the air delivered into the rear part of the 
basement plenum chamber. 

The thermostats W were changed so as to control the 
temperature of the air delivered into the front part of the 
basement plenum chamber. 

Two additional thermostats were placed at W controlling 
progressively the steam supply to the re-heaters in the base- 
ment plenum chamber so as to preclude the possibility of 
overheating the air supply. 

Since these changes have been made further tests have 
demonstrated that the heating and ventilating of this build- 
ing is as satisfactory as any reasonable person could demand. 
The cost of heating the building has been very greatly re- 
duced. In fact, quite satisfactory heating is obtained without 
operating any fan at all, due to the peculiar construction 
which encourages gravity circulation. 
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WARM AIR HEATER WITH CORRUGATED 
DOME AND FIREPOT. 


Distinctive features of the Robinson Gem Warm 
Air Heater are the corrugated dome or combustion 
chambe1, and the 
corrugated sectional 
firepot, as may be 
seen in the illustra- 
tion herewith. The 
corrugations natur- 
ally increase the 
heating surface of 
the respective parts, 
with a. consequent 
gain in the efficiency 
of the heating sys- 
tem. Being built 
very low, the Gem 

Robinson Gem Warm Air Heater. Warm Air Heater 
can be set to advantage in low basements. Cast or 
steel radiators are furnished as desired, and hard and 
soft coal may be used with equally satisfactory re- 
sults. Each apparatus is made with opening to admit 
a water coil for warming water for the kitchen tank, 
which can be installed at any time, no drilling of holes 
being required. Heavy castings, well made through- 
out, are used, providing a rugged, substantial con- 
struction. Catalog showing this and others of the 
Robinson line of warm air heaters can be obtained 
by addressing the Robinson Furnace Company, 205- 
207 West Lake Street, Chicago. 

VENTILATING FLUES A NECESSITY IN WARM 
AIR HEATER INSTALLATIONS. 








Because they both heat and ventilate the home, 
warm air heaters provide a satisfactory system of 
heating that can be secured at reasonable cost. It is 
true that poorly constructed warm air heaters and in- 
efficient installations without regard for rule or rea- 
son have tended to create prejudice on the part of 
many against this method of heating—hence the only 
way to remedy this condition is by better warm air 
heaters and proper installation, coupled with effective 
ventilation. Many otherwise-excellent warm = air 
heater installations have been condemned by lack of 
ample ventilation; and to fully utilize the means for 
adequate ventilation, every house, it is stated, no 
matter how small, should have ventilating flues in 
connection with the chimneys with arrangements for 
connecting them with the different rooms. In this 
way, the heating problem is said to be greatly simpl- 
fied: The warm air heater is nothing more than an 
air pump worked by the force of gravity and warming 


the air, as it passes through, and if outlets are not’ 


provided, the flow is checked and heat units are 
wasted, while the cold and impure air remains in the 
rooms. This and other such interesting points are 
set forth in the latest catalog of the Floral City Line 
of warm air heaters, and copies of this instructive 
booklet can be secured from the Monroe Foundry 
and Furnace Company, Monroe, Michigan. 
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METHOD OF SUPPLYING OXYGEN VITAL 
FACTOR IN WARM AIR HEATER. 


Practically every fuel-burning apparatus produces 
a certain amount of heat, but the type desired is one 
that will generate the greatest possible amount of heat 
at the lowest cost. In a warm air heater the heat- 
producing power depends essentially upon its area of 
prime heating surface and its means of combustion. 
Perfect combustion denotes a well-balanced mixing 
of the oxygen of the air with the burning material, 
this principle having been fully established in, the 
Welsbach and other modern lighting systems. As re- 
gards the XXth Cen- 
tury Warm Aijir 
Heaters, one type of 
which is pictured 
herewith, the keynote 
of their success is 
said to lie in the fact 
that they embody a 
highly - efficient —sys- 
tem for the proper 
mixing of the oxygen 
and fuel. The XXth 
Century TF irepot is 
built with air cells 
XXth Century Warm Air Heater. and slots evenly dis- 





tributed and leading from the air chamber around the 
circumference; the air is fed into this chamber and 
then passes through the slots up and into the fuel, 
thus it is said, insuring an even distribution of oxygen 
over the entire surface of the firepot, and conse- 
quently, a practically complete combustion. Full de- 
tails of the construction can be obtained from the 
XXth Century Heating and Ventilating Company, 
Akron, Ohio. 





o@-~o- 
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ONE-PIECE COMBUSTION CHAMBER HELPS 
TO MAKE WARM AIR HEATER 
GAS TIGHT. 

One of the first considerations in designing a high- 
grade warm air heater is to make it gas and dust tight, 
because upon this characteristic depends to a great ex- 
tent the efficiency of the apparatus and the satisfaction 





One-Piece Combustion Chamber of Superior Evrtite Warm 
Air Heater. 


it gives to the user. In the Superior “Evrtite’ Warm 
Air Heater, the manufacturers state, the ingenious 
construction of the combustion chamber to a large 
extent solves this important problem. Here the feed 
door is fitted directly to the combustion dome, as pic- 
tured herewith, thus eliminating all joints at the feed 
door frame and consequently obviating the possibility 
of the leakage of gas at this point. The feed door is 
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especially large, suitable for feeding large pieces of 
soft coal or wood, and the hot blast attachment takes 
air through the feed door, passes it through a duct at 
the bottom of the combustion dome and discharges it 
into the fire exactly at the point of combustion. Fur- 
ther particulars are contained in the special “Evrtite” 
catalog, copies of which, together with catalog of the 
entire line of Superior warm air heaters, can be se- 
cured from the Utica Heater Company, 218-220 West 
Kinzie Street, Chicago, or the home office at Utica, 
New York. 





MANUFACTURED PIPE AND FITTINGS COST 
LESS THAN HAND MADE. 


IXvery installer of warm air heaters who has a shop 
and tools can make up the pipe and fittings for his in- 
stallations as needed, and this, of course, is sometimes 
done. It is, however, obvious that the cost of the 
hand labor must be much greater than when the pipe 
and fittings are made up in large quantities by fast 
running machinery specially adapted for the work— 
furthermore, the hand made article has none of the 
improvements of, for example, Michigan Safety 
Warm Air Heater Pipe, a section of which is pictured 
herewith. Some of the fea- 
tures of this pipe are thus 
enumerated: The air cham- 
ber, retained at all times by 
means of a perforated spac- 
ing collar at the end of 
every piece and joint, keeps 
the warm air at practically 
its original temperature ; the 





short lengths and joints per- 
mit the installer to erect 


Section of Michigan Safety 
ae ae eee 6=—lany style of stack with- 


out cutting a single, piece; each section firmly em 
braces and fits into the adjoining one; and the pipe 
is made of bright tin plate, without rivets or solder. 
Installers can obtain full details and a sample piece 
of the pipe upon application to the Michigan Safety 
lurnace Pipe Company, 113-115 [East Fort Street, 
Detroit, Michigan. 

-oo 


THRIFT, NOT BLUFF, GETS YOU AHEAD IN 
THIS WORLD. 





Our great American game is not baseball—it 1s 
bluff; the putting on of a false front, assuming to be 
what we are not, and pretending to have that which 
we do not possess. We want lobster on a ham-and 
beans income and we auto when we ought to hike. 
The banker, the grocer, the butcher, the tailor, the 
chauffeur know the bluffer, for his masquerade fools 
no one but himself. He uses most of his energy in 
keeping up, or catching up, instead of getting ahead, 
and it’s the getting ahead that counts.—W. H. Kniffin. 

ae eee ee 

The Sanitary Heating and Ventilating Company, 
Indianapolis, Indiana, has been incorporated for $ro,- 
000 to install heating and ventilating systems. Incor- 
porators are George Stevason, E. W. Kaser and B. 


Brockman. 
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PRACTICAL HELPS FOR THE 
TINSMITH 





PATTERNS FOR INCLINED TEE BRANCH. 





BY O. W. KOTHE. 
In this drawing we will lay out both the straight 
Tee and the inclined branch from one drawing. The 
first step is to draw the end view, striking the circle 
from center X; then draw your outlines for Tee. Di- 








— ide View of 


Inclined Branch 
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pick the length of lines from end view as 1’-1, 2’-2, 
3’-3, 4’-4 and set them in stretchout as I-1’, 2-2’, 
3-3’, etc. Continue this until all the points have been 
established and then trace your line, which gives you 
the pattern for straight Tee. A line drawn as 1’-7” 
also gives you the half pattern for the opening re- 
quired for this Tee; that is the part you cut away. 





Tee © 


ad 


























——~ 
Straight Tee 











Development of Patterns 


vide a quarter of this circle into equal spaces and erect 
lines indefinitely. Then draw the axis line A-B for 
the side view of inclined branch. Then strike the half 
circle to the required diameter, and divide into equal 
spaces. From these points square lines parallel with 
lines A-B. This gives you the miter line A-C and 
A-B for inclined branch. 

The average tinsmith draws the miter A-D straight, 
but it will be observed this line is not straight and 
cannot be so to fit properly on the other pipe. That 
is why the end view is used. To lay out the straight 
Tee pattern, pick your stretchout and step them off 
at any convenient place as 1-1 which distance must 
equal the circumference of pipe. 

Next draw your stretchout line and with dividers 





for Inclined Tee Branch. 


Similar steps are followed in laying out the half 
pattern for the inclined branch of side elevation. 
Measure the stretchout for half the pattern as 4-4 and 
pick one of the spaces from half circle and step off 
your points. Next draw your stretchout lines. Then 
from all points in miter line, project over points cut- 
ting stretchout line of similar number. This gives you 
the outline of pattern as shown. 

By extending the line 4-C’ and making the distance 
C’-D’ equal to that distance of side elevation C-D 
and then tracing a line D’-7’ with a free hand, and 
that portion as shown by the dotted line will be the 
half pattern for opening in this branch. Laps for 
edging must be allowed extra. 
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WISCONSIN SHEET METAL CONTRACTORS 
WILL HAVE INTERESTING PROGRAM 
FOR ANNUAL CONVENTION. 





The Fourth Annual Convention of the Master Sheet 
Metal Contractors’ Association of Wisconsin is to be 
held Thursday, March 15th, at the Wisconsin Hotel, 
Milwaukee, the opening session being called to order 
at 1 P. M. 

The program which has been arranged contains a 
number of interesting features, and the discussions 
of problems in the Question Box will touch upon 
many important matters pertaining to the sheet metal 
business. 

In the evening there will be a banquet in the Co- 
lonial Room of the Wisconsin Hotel. 

The program follows: 


Address of Welcome: Honorable D. W. Hoan, Mayor 
of Milwaukee. 

President’s Address. 

Report of Credentials Committee. 

Report of Officers. 

Report of Auditing Committee. 

Roll Call of Officers and Committees. 

Reading of Minutes of previous meeting. 

Collection of Dues. 

‘Address: “Fire Prevention,” by Fred deConingh, Chi- 
cago, President of the Master Sheet Metal Contractors’ As- 
sociation of Illinois. 

Reports of Officers and Committees. 

Unfinished Business. 

Communications. 

Address: “The Sheet Metal Contractor as a Credit 
Man,” by National Secretary Edwin L. Seabrook. 

Proposal of and Election of New Members. 

New Business. 

Election of Officers and Appointment of Committees. 

Question Box: Conducted by The Question Box Com- 
mittee, E. B. Tonnsen, Chairman. 

Miscellaneous. 

Adjournment. 





SPECIFYING OF STEEL SHEETS SAVES 
TROUBLE IN LONG RUN. 





Because Bessemer steel sheets cost a little less than 
Open Hearth steel sheets, it can easily be seen how 
the sheet metal contractor may get the former if he 
orders just “steel sheets.” This circumstance is quite 
satisfactory, however, until the time comes when stecl 
is desired for some particular use, with a particular 
finish or color, and possessing particular physical or 
chemical properties. Then, when the steel fails to 
stand up, the user may forget to blame himself, and 
throw all the blame on the jobber or on the steel—no 
doubt many of the unkind things that are said against 
sheet steel have had exactly that origin. It must be 
borne in mind that unless the jobber is told the qual- 
ity wanted or the use to which it is to be put, he will 
supply just “steel sheets.” If this classification will 
do, Bessemer will serve satisfactorily, but where sheets 
are required to withstand fabrication or to resist 
weather, open hearth is said to be worth the small 
extra mill price usually asked. By specifying, for 
example, Inland Open Hearth Steel Sheets, which, it 
is claimed, have not yet been surpassed in their uni- 
formly good qualities, the user will avoid the trouble 
of trying to make a Bessemer sheet do what it never 
was intended to do. Full particulars about the sheets 
and other Inland Open Hearth Steel Products can be 
obtained by addressing the Inland Steel Company, 
lirst National Bank Building, Chicago. 
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SHEETQMETAL CONTRACTORS IN ILLINOIS 
TOWN OFFER PRIZES FOR MAIL 
ORDER CATALOGS. 





About four years ago the firm of Wilgus & Heide- 
man opened a combination shop in Mount Sterling, 
Illinois, doing a contracting business in sheet metal, 
heating, plumbing and electrical work and have always 
conducted their enterprise on novel and progressive 
lines. 

One of their latest means of attracting attention was 
a contest in which they offered five prizes to those who 
brought mail order catalogs to their shop, as described 





One Hundred Thousand 


Catalogs Wanted! 


From mail order houses, everywhere and’ anywhere. Old catalogues, 
new catalegues, torn catalogues—any old kind of catalogues from mail or- 
der houses. 


$30.75 Given Away! Prizes 


to the people bringing in these catalogues, consisting of the following articles: 


Ist Prize—One Rosan Sanitary Toilet, value ....... $18.50 
2nd Prize—One Boy’s Farm Wagon, value......... 8.50 
3rd Prize—One Chicken Waterer, with lamp, value.. 1.75 
4th Prize—One Chicken Coop, value.............. 1.50 
5th Prize—One Chicken Waterer, value ........... 50 


THESE ARTICLES WILL BE 


Given Away Saturday, February 24th 


Start bringing in the catalogues now—and don’t be afraid you'll bring 
too many. Carry ’em, shove ’em, cart ’em or,truck ’em in to us. We're 
plenty ‘of room to store them. 

For each catalogue you bring, we will give you a numbered ticket and 
another ticket with the same number on it is dropped into the box from which 
the drawing will be done. When the drawing takes place, the first five 
numbers drawn will get the prizes, in the order in which they are listed 
above. 

One catalogue, one chante; a hundred catalogues and you get a hun- 
dred chances. 





Get Something for Nothing | 


Witcus & Hememan 


IN THE BAILY BUILDING 

















Circular Offering Prizes for Mail Order Catalogs. 


in the accompanying reproduction of a circular dis- 
tributed by them. 

The contest was conducted in order to acquaint the 
people in their trading community with their new place 
of business, and evidently the scheme was successful, 
for when it is remembered that Mount Sterling has 
only about 2,000 inhabitants, it is a pretty good show- 
ing to have 1,607 mail order catalogs brought in. 

The firm states that the catalogs weighed just about 
a ton and that they paid out in cash, for the prizes 
and advertising matter, altogether about $40.00. As 
they sold the catalogs to a waste paper buyer at 90 
cents per hundred pounds the net cost was only a little 
above $20.00. 


—__—- eae aenemenanes 


There’s nothing like being ready when opportunity 
knocks. 
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SHEET METAL CONTRACTOR SHOWS HOW 
TO MAKE BUSINESS HOME ADVERTISE 
SHEET METAL BUSINESS. 


A number of letters from sheet metal contractors 
have recently been published by American ARTISAN 
in which attention was called to the inconsistency of 
wholesale houses whose principal source of income is 
their business with sheet metal contractors—in not em- 
ploying sheet metal on their places of business and thus 
demonstrating its many uses for building purposes, 
the latest of these letters being that of Henry Doit- 
better, Baltimore, Maryland, whose letter appeared on 
page 40 of our December 30th issue. 

Herewith we publish a comment on some of the 
points brought out by Mr. Doitbetter and also by 
Adam Tinekedgee, Harper's Ferry, West Virginia, in 
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Business Home of Louis Giclas Advertises His Sheet Metal 
Business. 


a letter appearing on page 38 of our November 18th 
issue. This correspondent, Louis Giclas, is a sheet 
metal contractor in Washington, D. C., and shows how 
the “shop front” may be made to advertise the sheet 
metal business: 

To AMERICAN ARTISAN: 

I see your correspondents are alive to a much needed 
reform, as regards the neglect cf sheet metal supply 
houses not using their own materials to embellish the 
fronts of their stores and make their business relations 
with their patrons more solid. 

Your editorials are to the point also, and it shows 
you want to serve the trade with the very best stuff. 

“On with the boost and down with those knockers,” 
who don’t know which side their bread is buttered on. 

I hope the Associations will take these matters up 
soon, and thus attend to these knockers who give our 
trade a black eye by disapproving of their own mate- 
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rials, for their own use and that we buy and use for 
their neighbors. That they disapprove of sheet metal 
cornices on their store fronts is sure a hard knock; 
they will not advertise their material and our work on 
the fronts we pass through to buy goods. Of course, 
we can buy elsewhere and they will see their foolish 
course is a loss to them, sentiment aside for “past 
favors.” 

I happen to be acquainted with Mr. Tinekedgee and 
believe he says nothing but the truth; he has worked in 
cornice shops from Colorado to Constantinople and is 
well informed. 

I herewith enclose a photo of my shop front, as a 
suggestion to these supply houses. You are at liberty 
to use it for one edition of your paper but it will be 
protected by law from further use. 

The design, being unique and an original idea with 
me, has brought out much favorable comment and is 
an asset to my business. 

The cable stretched across from block to block gives 
it an air of utility as well as ornamentality. 

The four vertical panels are of unfading-salmon-red 
synthetic slate, with a zinc enrichment in the middle. 

The article in the show window is a miniature of the 
Washington Obelisk; the shaft is made of galvanized 
iron, the base of two old milk can breasts joined and 
soldered, the whole making a splendid buoy for a 
launch, 

A chain anchored to a stone and fastened to the 
bottom keeps the obelisk floating upright and is easily 
seen at night or in rough water. Four holes cut at 
top rim enables a snap hook to be made fast without 
trouble or getting the hands wet. My boats were 
berthed in the shadow of the original, big Obelisk, and 
it is a trite saying, “Giclas’ boats never go adrift in 
storm or flood, the obelisk buoy holds against all odds.” 

Trusting this will be of interest to your readers 

I am yours truly, 
Louts GICcLas. 


Washington, D. C., February 1, 1917. 


ALUMINUM SOLDER APPLIED WITH 
ORDINARY SOLDERING IRON. 








The popularity of aluminum cooking utensils is 
steadily increasing and with the extensive use of these 
articles there naturally has arisen a demand for a 
preparation by which it is possible to mend them sat- 
isfactorily and inexpensively. To fill this require- 
ment, George E. Roesch, Aurora, Illinois, has pre- 
pared a flux and special solder which, it is claimed, 
will satisfactorily solder aluminum cooking utensils 
without leaving the mended places rough and un- 
sightly. The special feature of this solder, according 
to the manufacturer, is that only a very small portion 
is necessary, just enough to tin the surface around 
the damaged spot, after which ordinary solder is 
used, thus making it an easy matter to finish the mend 
nicely. Another advantage is the fact that an ordi- 
nary soldering iron is used for the purpose, so that no 
extra expense is involved in applying this solder. 
Further particulars, together with price list, can be 
obtained by addressing George E. Roesch, Aurora, 


Tllinois. 
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FINE EXHIBIT OF THE PRODUCTS OF 
MILWAUKEE CORRUGATING COMPANY, 


At the recent Annual Convention of the Wisconsin 
Retail Hardware Association, the Milwaukee Corru- 
gating Company had a fine exhibit, as shown in the 
accompanying illustration. 

The booth was built entirely of sheet metal products 
manufactured by the Company. The new American 
Metal Shingle was shown on the roof of the booth. 

Another feature illustrated by the small barn in the 
rear of the booth was the Milcor Ventilating System. 
To illustrate the efficiency of the system a lamp was 
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U. S. EXPANSION BOLT COMPANY BUYS 
PLANT AT COLUMBIA, PENNSYLVANIA. 


Inability to keep up with rapidly increasing demands 
while dependent upon outside interests for their source 
of supply, has encouraged the U. S. Expansion Bolt 
Company, Duane and Elm Streets, New York, to ac- 
quire their own foundry, and the purchase by them of 
the plant of the Columbia Malleable Iron & Steel Com- 
pany, Columbia, Pennsylvania, has just been an- 
nounced. 

The U. S. Expansion Bolt Company have just 
brought out a new catalog, which covers their very 








ETC EE 


i AN Mia MOG A AE OG 


Se ee ale 


AG PAR Sih @ Ra do 6 4 
Re eM EM es BER RRR, ar eS | 


CORRUGATING CO. 


a AER VN Ie 0 6 











oh bes 





Exhibit Booth of Milwaukee Corrugating Company at Convention of Wisconsin Retail’ Hardware Association, Constructed 
Entirely of Company’s Products. 


placed in the interior of the barn and lighted, while a 
small electric fan was running continuously, blowing 
a current of air against the cupolas. The circulation 
of air and the ventilation of the barn with the electric 
fan running continuously was peeenes 


AMERICAN ARTISAN WANT AD BRINGS 
QUICK REPLIES AND PLENTY 
OF THEM. 


To AMERICAN ARTISAN: 

Please discontinue my ad for sheet metal worker 
as I have been snowed under wth applications. That 
ad certainly produced results. 

P. O. BEAuLieu. 

Winner, South Dakota, March 6, 1917. 





NEED AMERICAN ARTISAN IN THEIR 


BUSINESS. 


To AMERICAN ARTISAN: 

We are herewith renewing our subscription to 
AMERICAN ARTISAN because we need it in our busi- 
ness. 

HATFIELD AND Scort. 

Troy, Ohio, March 2, 1917. 


comprehensive lines of expansion bolts and other 


specialties and which presents a number of new styles 
brought out with a view toward rendering more ef- 
ficient service. 

GALVANIZED SHEE TS SPECIALLY ADAPTED 
FOR EAVES TROUGH, CONDUCTOR 
PIPE AND CORNICE WORK. 

lor use in the construction of dependable shect 


metal products, Corco Galvanized Sheets, manufac- 
tured by the Wheeling Corrugating Company, are said 
to be splendidly suited. The body of these sheets 1s 
box annealed open hearth steel 


flat, roller beveled, soft 


one pass, cold rolled, 
which is well coated, clean, 
galvanizing process, the 
grade of virgin 


and true to gauge. In the 
manufacturers state, only the bes 
with the aim to produce a uniform, 


well-coated sheet 


spelter is used, 
well-spangled, a sheet which will 
double seam without breaking or cracking and is par- 
ticularly adapted for eaves trough, conductor pipe, 
cornices, and door and window frame work. Galva- 
nized sheets are also made by the Company from char- 
coal iron and genuine old style iron. All stores carry 
stocks of the Corco and other galvanized sheets and 
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shipment can be made from the nearest warehouse. 
Full particulars can be obtained from the Wheeling 
Corrugating Company, Wheeling, West Virginia. 

—_+~~-@-— — 


COLD WEATHER EMPHASIZES NECESSITY 
OF RELIABLE FIREPOTS AND TORCHES. 











The winter season now at hand in grim reality 
brings up countless instances that prove to sheet metal 
workers the advisability of using 
dependable firepots and_ torches. 
In cold weather, the mechanic 
finds the opportunity of doing 
much repair work on short no- 
tice,-and if his tools enable him 
to perform a good, quick job on 

on every occasion, he will be amply 
Be ch recompensed in the shape of good 
POS profits and good will. With the 

Number 1 Firepot. Clayton and Lambert Firepots 
and Torches, it is said, this quality of work can be 
easily done, as they are great heat producers, use very 
little fuel, and give satisfactory results in all kinds of 
weather. The illustration herewith shows the Number 
1 Virepot, the burner of which is claimed to represent 
the highest development in generating power and 
heating efficiency, quickly producing a blue flame free 
from smoke, easily regulated, and burning in windy or 
cold weather. This burner is swiveled, thus permitting 
the flame to be moved up or down, an’/ is fitted with 
cleanout plugs to facilitate quick clean.ng. The entire 
line of firepots and torches can be obtained from job- 
bers, and catalog can be secured by addressing the 
Clayton and Lambert Manvfacturing Company, De- 
troit, Michigan. 
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SHEET METAL CONTRACTOR USES 
ADVERTISING IN CHURCH PUBLICATION. 








The man that handles a widely used commodity 
has practically every buyer in the community as a 
prospect. To at- 

FRANK SMITH tract them he must 
JOBBER IN keep his name and 

Tin, Copper, Sheet Iron and Gutter Work the quality of his 
All Kinds of Furnaces and Stoves Repaired work in the mind 


Agent for Boynton Furnaces of the public, and 
Store and Shop: 804 Oak Street Telephone 140 
to that end an ad- 


Five and Ten Cent Store, Dry Goods : ‘ 
and Novelties. vertisement is of 


One Column Newspaper Card of Sheet 
Metal Contractor. great help. A card 


or announcement, such as that shown herewith, dis- 
plays an appreciation of this fact, although from a 
standpoint of effectiveness, it would have been prefer- 
able to subordinate the advertiser’s name to the text 
—in other words, to feature the variety and character 
of materials and services offered. This announcement 
occupied a one and one-half inch single column space 
in the Winnetka, Illinois, Messenger, a monthly 
church publication circulating in that town and in 
several adjacent villages. Besides doing sheet metal 
work, Frank Smith, 804 Oak Street, Winnetka, re- 
pairs stoves and warm air heaters. It is interesting to 
note that in addition to these activities, Mr. Smith con- 
ducts a Five and Ten Cent Store and sells dry goods 
and novelties. 
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NOTES AND QUERIES. 





Empire Cream Separator. 
From The Rio Grande Hardware Company, Monte Vista, 
Colorado. 
Will you please tell us where we can get repairs for 


the “Empire” cream separators? 
Ans.—Empire Cream Separator Company, Bloom- 
field, New Jersey. 





Seamless Tubing. 
From Ed R. Gardner, Monticello, Indiana. 

Please advise who makes light brass seamless tubing 
in coils. 

Ans.—American Brass Company, 29 East Madison 
Street; Charles H. Besley and Company, 124 North 
Clinton Street; A. C. Dallas and Son, Incorporated, 
223 North Jefferson Street, and M. A. Purvin, 954 


Monadnock Block, all of Chicago. 
Aluminum Solder. 
From W. A. Lemon, 947 West Eighth Avenue, Cincinnati, 
Ohio. 
Kindly tell me who makes aluminum solder. 


Ans.—L. 9B. Allen Company, Incorporated, 4555 
North Lincoln Street, Chicago, and George E. 
Roesch, 386 New York Street, Aurora, Illinois. 

Spiral Riveted Pipe. 
From Hay Brothers, IJowa Falls, Iowa. 

Who makes spiral riveted pipe? 

Ans.—American Spiral Pipe Works, 14th Street 
and South Cicero Avenue, and Standard Spiral Pipe 


Works, 38 South Dearborn Street, both of Chicago. 
Kelsey Warm Air Heater. 

From Robins Hardware Company, Fredonia, Pennsylvania. 

Kindly advise who makes the “Kelsey” warm air 
heater. 

Ans.—The Kelsey Heating Company, Syracuse, 
New York. 

Slaters’ Rippers. 

From Arthur Bittorf, Evanston, Illinois. 


Please let me know where I can buy slaters’ rippers. 
Ans.—John Stortz & Son, 219 Vine Street, Phila- 
delphia ; E. J. Johnston, 38 Park Row, New York City, 
and John Johnston & Company, 311 West Lake Street, 
Chicago. 
-oo 


ITEMS. 


A. W. Fossum, who for several years has been con- 
nected with the Mutual Store, Wilton, North Dakota, 
has opened a sheet metal shop in that city. 

The Obenour-Reed Company, Youngstown, Ohio, 
has been incorporated with a capital stock of $10,000 
to manufacture sheet metal work. George W. Oben- 
our, M. R. Obenour and Mary L. Lechler are the in- 
corporators. 

The Certain-teed Products Corporation has been in- 
corporated for the purpose of acquiring the properties 
and business of the General Roofing Manufacturing 
Company, East St. Louis, Illinois, the Mound City 
Paint and Color Company, the Gregg Varnish Com- 
pany, both of St. Louis, Missouri, and the felt manu- 
facturing plant of the Lockport Paper Company. 
Friends of the Company say it will rank as the largest 
manufacturer in the world of prepared roofing and 
building papers. 
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Business is chiefly a matter of collection—collecting 
the customers and collecting the money. 
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1,217,139. ‘Portable Stove. Laura A. Bergen, San Fran- 
cisco, Gal. Filed May 5, 1916. 

1,217,179. Coffee Pot. Joseph B. Horsley, Cincinnati, 
Ohio. Filed Jan. 15, 1915, 


1,217,204. Lawn Trimmer. Fred C. Myer, Port Jervis, 
N. Y. Filed June 9, 1916. 

1,217,209. Locking Device for Gas Stoves. Frederick C. 
Oelkers, East Port Chester, N. Y., assignor to General Gas 
Appliance Company, New York, N. Y. Filed Dec. 8, 1914. 


1,217,212. Fly Swatter. Elmer O. Pitts, Colbran, Colo. 
Filed Aug. 13, 1915. 
1,217,222. Adjustable Window Screen. Jacob C. Rubel, 


Emmetsburg, lowa. Filed Dec. 23, 1914, Serial No. 878,655. 
Renewed July 26, 1916. 


1,217,286. Combined Leveling, Plumbing, and Gaging 
Implement. Benjamin F. Dewees, Logan, W. Va., assignor 
of one-half to Peter C. Minotti, Logan, W. Va. Filed Dec. 


18, 1915. 

1,217,287. Handle. Cuthbert Le Roy Dillinger, Titus- 
ville, Pa. Filed Oct. 26, 1916. 

1,217,288. Safety Razor Blade and Holder. 
Donnelly, Marysville, Mont. Filed July 20, 1915. 

1,217,314. Ash Sifter. Robert R. Johnson, Atlanta, Ga. 
Filed Oct. 2, 1915, Serial No. 53,800. Renewed Jan. 17, 1917. 

1,217,336. Clothes Line Support. Charles E. Niles, Fargo, 
N. D. Filed Dec. 11, 1915. 

1,217,343. Insect Trap. 
Ill. Filed Jan. 22, 1915. 

1,217,347. Transformer for Shotguns. Mitchell G. Rosen- 
garten, Philadelphia, Pa. Filed Aug. 14, 1912. 


William J. 


Charles A. Pipenhagen, Chicago, 


1,217,373. Attachment for Cooking Utensils. Peter 
Wagner, Elyria, Ohio. Filed Mar. 17, 1914. 

1,217,414. Door Closing Device. Edward H. Collins, 
Sioux Falls, S. D. Filed June 20, 1916. 

1,217,540. Skate. Carl John Hoven, New York, N. Y. 
Filed Feb. 29, 1916. 

1,217,464. Heating Attachment for Burners. Frank 


Leach, Detroit, Mich. Filed Sept. 15, 1916. 

1,217,540. Wringer Attachment for Washing Machines. 
Fred W. Wappat, Pittsburgh, Pa., assignor to Pittsburgh Gage 
and Supply Company, Pittsburgh. Pa. Original application 
o Feb. 5, 1915. Divided and this application filed Feb. 5, 
915. 








1,217.564. Sanitary Milk Pail. Thomas S. Catlin, Guion, 
Ind., assignor of one-half to Hardy W. Robbins, Gwynne- 
ville, Ind. Filed Feb, 21, 1916. 

1,217,565. Jar Holder. Thomas S. Catlin, Guion, Ind., 
assignor of one-half to Hardy W. Robbins, Gwynneville, Ind. 
Filed Feb. 21, 1916. 

1,217,570. Combination Safety Razor and Hair Clipper. 
John H. Cox, Hot Springs, Ark. Filed Oct. 9, 1916. 

1,217,586. Door Locking Device. Patrick F. 
Brooklyn, N. Y. Filed Dec. 11, 1916. 

1,217,607. Hinge. Joseph M. Karl, Roslyn Heights, N. Y., 
assignor, by direct and mesne assignments, to Roslyn Specialty 
Company, Inc., Roslyn, N. Y. Filed Nov. 9, 1915. 


Foley, 


1,217,636. Washing Machine. William N. Rettinger, 
3ourbon, Ind. Filed May 18, 1916. 
1,217,655. Christmas Tree Holder. George Stanton and 


John D. Walters, Braddock, Pa. Filed June 14, 1916. 


1,217,656. Washing Machine. William L. Stark, Has- 
tings, Mich. Filed Oct. 28, 1916. 

1,217,667. Sheet Metal Container. John Totterdale, 
Warren, Ohio. Filed June 10, 1916. 

1,217,678. Water -Heater for Gas Stoves. Wallace 5S. 


Andrews, Syracuse, N. Y. Filed Apr. 24, 1915. 
1,217,697. Adjustable Saw Setting Device. 
Brown, Belding, Mich. Filed Aug. 26, 1915. 


W. 


Frank 


1,217,706. Coal Hod. Robert L. Clark, Union, W. Va. 
Filed Mar. 15, 1916. a 
1,217,731. Door Check. Frank P. Fairbanks, Point 


Pleasant, N. J. Filed Feb. 26, 1916. 
1,217,761. Roller Skate. John Hartman, 
Filed May 27, 1916. 
1,217,801. Combination Tool. 
stead, Pa. Filed Mar. 12, 1915. 
1,217,805. Stovepipe Joint Lock. 
estell, Mo. Filed Apr. 12, 1916. 


Zozeman, Mont. 


Thomas Martin, Home- 


John A. Meyers, Fore- 


1,217,822. Saw Set. William H. Poppenhagen, Sumner 
township, Kankakee county, Ill. Filed Jan. 18, 1916. 
1,217,832. Egg Beater. Kohei Saito, Baltimore, Md. 


Filed July 19, 1916. 
1.217.854. Gas Saver for Gas Burners. 
San Diego, Cal. Filed Aug. 16, 1915. 
1.217.278. Locking Bolt. Joseph Louis Pancoast, Tren- 
ton, N. J. Filed June 2, 1916. 


Frank G. Wright, 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 








MARKET CONTINUES TO STIFFEN AS A 
NUMBER OF ADVANCES ARE 
ANNOUNCED. 

Those who thought that the high limit would be 
reached so far as prices were concerned with the ar- 
rival of January 1, 1917, have again been false 
prophets because a number of price advances have 
been announced almost every week and there are’ 
prospects of early additional advances in many of the 
steel products. 

Reviewing the price situation with particular refer- 
ence to finished steel products, it is found that the 
rate of advance has been more rapid during the past 
two months and a half than during the period from 
January 1, 1915, when prices first began to rise until 
December 15, 1916. Averaging the prices on steel 
bars, plates, shapes, wire, pipe, sheets and tin plate and 
taking into consideration the relative tonnage. impor- 
tance of these products, the composite price for fin- 
ished steel was 1.4225 cents per pound on January I, 
1915. On December 15, 1916, the corresponding fig- 
ure was 3.4525 cents per pound, thus showing an ad- 
vance of 2.03 cents per pound or $40.60 per ton—an 
average rate of advance of $1.73 per ton per month. 

rom December 15, 1916, to March 10, 1917, the 
corresponding advance has been 0.2875 cents or $5.75 
per ton which is at a rate of $2.16 per ton per month— 
more than 25 percent higher than the rate up to the 
time when some people thought that prices would com- 
mence to go down. 

Dun’s review of the trade says: 

“Notwithstanding the uncertainty and caution en- 
gendered by foreign conditions, and the restraining in- 
fluence of exceptional prices, general business is of 
unequaled dimensions for the period. With forward 
wants largely covered, many interests are waiting and 
future demands are less extensive than recently, but 
the financial markets are undisturbed by the inter- 
national contingencies and there is no impairment of 
confidence in the stability of trade and industry. 

“Yet at a time when the producing and distributing 
forces should be operating most smoothly there is con- 
tinued complaint of a scarcity of labor and of coun- 
try-wide delays in shipments through tie unprec- 
edented congestion of traffic. 

“Vigorous action by railroad officials and others has 
brought some relief from the freight tie-up, and the 
position of the industries is bettered, but the move- 
ments of materials and products are still impeded in 
many directions, and the difficulties in overseas trans- 
portation remain a handicap.” 


STEEL. 
The steel market is naturally affected to a consider- 
able extent by the conditions of our international rela- 


‘tions, and it is being recognized by all concerned that 


domestic consumers will have to take second place and 
let the requirements of the Government take preced- 
ence if war should come. The leading interest has 
practically withdrawn all prices on steel prices ex- 
cept for small lots to regular customers. Steel sales 
managers report that new business during the week 
as a whole has shown some improvement, which is 
probably caused by expectations of advancing prices, 
and specifications have also come out in heavier vol- 
ume. It is generally believed that the advance of iron 
bar prices will be followed by a corresponding one on 
steel bars. In fact, some mills in the Pittsburgh dis- 
trict have already advanced their quotations $5.00 per 
ton, making the price 3.25 cents. Chicago quotations 
which are to be considered very largely as nominal 
are as follows: Soft steel bars, 3.19 to 3.69 cents; 
shapes, 3.44 cents ; plates, 4.44 to 5.19 cents, all f. o. b. 
Chicago mill. In the Pittsburgh district, the corre- 
sponding prices are shapes and bars, 3.25 cents; 
plates 4.25 to 5 cents. 


COPPER. 

There is practically no copper on the market for 
nearby delivery, and stocks available for shipment up 
to July are fast disappearing. Consumers are rapidly 
taking the few offerings at steadily advancing prices. 
Some sales of spot electrolytic were reported at 38 
cents in New York, but even at this high price only 
small quantities were to be obtained. Exports con- 
tinue at a lively rate in spite of the shortage in ship 
bottoms. the total exports for the first five days of 
March averaging about 1,100 tons per day, as reported 
by the New York Customhouse. The base price on 
sheet copper remains at 44 cents. The Chicago mar- 
ket is very largely nominal, with Electrolytic for 
prompt delivery at 38% cents and Casting grades at 
334 to 34% cents. 


TIN. 

The tin market continues to advance with very lim- 
ited offerings and inquiries revealing a fair demand 
for Spot and nearby deliveries. This is in spite of the 
increase of nearly 20 percent in the world’s visible 
supply of tin on March Ist as compared with that of 
a year ago. It is interesting to note in this connec- 
tion that a year ago Chicago prices were 54 cents for 
pig tin and 55 cents for bar tin, while the present 
quotations are 60 and 61 cents respectively, the latter 
figures showing an advance of 4 cents above the prices 
ruling a week ago. 


LEAD. 
Conditions in the lead market show no change. 
While the New York Metal Exchange quotes 103% 
cents, sales have been reported at 1034 cents per 




















f 
i 
; 
3 

4 

E 

' 

be 

i 





sehen 














March 10, 1917. 


pound. Prompt shipments from East St. Louis are 

quoted at 9% to 10 cents per pound. Chicago ware- 

house prices on pig and bar lead remain at $10.75 and 

$11.25 per hundred pounds respectively, but sheet 

lead has been advanced 50 cents, the new quotations 

being $11.50 for full coils and $11.75 for cut coils. 
SOLDER. 

Chicago solder prices are 114 cents higher per pound 
than a week ago, the new quotations being: XXX 
Guaranteed, % & Y%, 34% cents; Commercial, 1% & 
4, 32% cents; Number 1 Plumbers’, 30% cents. 





WIRE PRODUCTS ADVANCE $4.00 PER TON. 
An advance of $4.00 per ton has been announced 
by the leading interest on all its wire products—nails, 


plain wire, barb wire and fence wire. This means, ” 


wire nails in carload lots to wholesalers $3.44 per keg ; 
painted barb wire, $3.59; galvanized barb wire, $4.29; 
annealed fence. wire, $3.39; galvanized fence wire, 
$4.09, all per hundred pounds, Chicago. 


SHEETS. 

The demand for steel sheets continues heavy and 
prices of all grades are as firm as ever. With the lead- 
ing interest and many of the independent manufactur- 
ers out of the market for the first half of the year, 
there is a general impression that prices will soon be 
advanced. Some of the galvanizing plants are suffer- 
ing from a shortage of spelter which is due more to 
delay in deliveries because of the continued railroad 
congestion than to an actual deficiency in the supply 
of the metal. In spite of strong efforts on the part of 
consumers to have manufacturers of sheets open their 
books and name prices for last half of 1917 business, 
there appears to be little prospect of such action in 
the immediate future. Prices which are largely nom- 
inal are as follows: 28 gauge black sheets, 4.95 to 
5.09 cents; 10 gauge blue annealed sheets, 4.69 to 
5.19; 28 gauge galvanized sheets, 6.79 to 7.44 cents, 
all Chicago mill. In the Pittsburgh district prices are 
around 5% cents for black sheets, 5 cents for blue 
annealed sheets and 7% cents for galvanized sheets. 


TIN PLATE. 

Tin plate prices are to be considered only as nom- 
inal and although the official quotation is $7.00 per 
base box, it is quite certain that no considerable quan- 
tity can be bought on that basis. As a matter of fact, 
$8.00 to $8.50 comes closer to representing the actual 
price situation wherever supplies can be obtained from 
mills. 


OLD METALS. , 

The market on old metals in Chicago is becoming 
a little more active with consumers showing a disposi- 
tion to buy material in fairly good volume. Whole- 
sale dealers’ buying quotations are as follows: Old 
steel axles, $34.50 to $35.00; old iron axles, $34.50 to 
$35.00; steel springs, $23.50 to $24.50; Number 1 
Wrought iron, $24.25 to $24.75; Number I cast iron, 
$14.75 to $15.25, all net tons. Prices for non-ferrous 
metals are as follows per pound: Light copper, 24 
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cents; light brass, 14 cents; lead, 8 cents; zine scrap, 
8 cents; aluminum, 27! cents. 


SPELTER. 

Prices on spelter are advancing slowly, spot delivery 
at New York being quoted at 11% to 12 cents per 
pound with East St. Louis quotations around 105¢ to 
11 cents. Large sales of zinc ore are reported from 
Joplin, Missouri, at $90.00 per ton, this price being 
the same as that ruling during the week previous. 
Chicago warehouse prices on spelter and sheet zinc 
remain the same—12 cents per pound for spelter in 
slabs, and $22.00 for sheet zinc in cask lots, with 
$22.50 to $23.00 in less than cask lots. 


PIG IRON. 

It is no exaggeration at all to say that the pig iron 
market is slowly growing stronger and more active. 
Northern Number 2 Foundry, Basic and Malleable 
grades are being sold in considerable quantities at 
$34.00 Chicago, and this price it is expected will 
advance another dollar within the next few days. In 
the Pittsburgh district, some furnaces have quoted 
$32.50 Valley for Basic iron. Sales of Bessemer are 
reported to have been made at $36.00 Valley. The 
sirmingham market is firming up in sympathy with 
the other pig iron centers and Southern Number 2 
Foundry is now being quoted as high as $30.00 Bir- 
mingham. The chief trouble with the furnaces at the 
present time is the continued car shortage which pre- 
vents them from shipping their iron and also keeps 
their supplies of coke very low. 

Rogers, Brown & Company’s Market Report, Cin- 
cinnati, Ohio, March 9, 1917: 

Buying continues active, and the past week has seen an 
advance in price of from one to three dollars per ton. Large 
inquiries are afloat, and more attention is being paid to 1918. 
Northern Number 2 is selling at $35.00 at the furnace, while 
Southern iron of similar’ grade is being quoted at from $28.50 
to $30.00 per ton f. 0. b. Birmingham. 

The discovery of the German-Mexican plot was not ex- 
pected to affect business for the present, but does, however, 
constitute another rift in the widening chasm of German- 
American sentiment. In a state of war, Government require- 
ments of course take precedence over all other contracts, and 
producers of finished products likely to be employed in 
methods of war, are keeping this contingency in mind when 
placing contracts for other business. An understanding exists 
between the Government and the trade that no contracts 
placed by Washington shall be made public, so that it is not 
possible to know just what is being done. 

In the Middle West the car shortage dilemma is increas- 
ingly embarrassing, and with no immediate relief in sight. 
This is engendering a mutual sympathy between buyer and 
producer, for both of them suffer alike. 

With the coming of spring the labor situation is expected 
to become more acute in some districts. The unaccustomed 
recruits of the winter will drift away to their former and 
less arduous pursuits, or to the spending of the winter's ac- 
cumulation of wages, while in other localities the mildness 
of the weather will help the labor problem. Between these 
two handicaps of car shortage and labor supply, industries 
of all kinds are having a serious time indeed. — 

The great demand for ship plate continues in a practically 
closed market; the heavy contracting having exhausted the 
supply and created a famine. ; 

Prices have advanced sharply on machine tools, and the 
buying is very heavy from all quarters. ; a. 

Coke for spot shipment in the Connellsville field is slightly 
easier, but in all districts contracting for future delivery is 
being held at higher prices. Coke operators are finding it 
necessary to base their transactions on an exact basis, and are 
insisting that coke contracts be made for definite tonnages, 
instead of estimated requirements as in the past. In addition 
to the producers already out of the market, because of sold- 
up conditions, others are threatening to follow their example. 
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